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It has been said that every life insurance 
man enters the business just one year too 
late. That is one way of emphasizing the 
critical importance of a man’s first year of 
life insurance selling. In it he learns many 
facts about life insurance. More important, 
he learns through experience—and in Ohio 
State Life through our Basic and Primary 
Training Courses—how to merchandise life 
insurance effectively. 


‘|| Successful Selling 


Our Basic and Primary Training Courses are 
based on hundreds of hours of field expe- 
rience. The Home Office has gathered this 
experience, makes it available, and super- 
vises its use. Each local General Agency 
Manager gives the actual instruction, thus 
following the proved principle: “A sales- 
man’s best trainer is the man to whom he is 
immediately responsible, and to whom he 
looks for day-by-day counsel and coaching.” 


HERE'S WHAT OUR MEN SAY ABOUT OSLICO TRAINING 
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Entering the life insurance business is a 
major decision. What to do and how to 
do it right from the start bothered me no 
end. The Company’s basic training plan 
gave me the fundamentals necessary for 
early confidence. Sharing the experiences of 
others thru the ideas I learned helped me 
make sales. The way the Company’s training 
program works, particularly in the early days 


of one’s life insurance experience, is amazingly effective. 
It really works. 

Another: 

I was in the life insurance business before coming with 
our Company. Never have I learned more which was 
so profitable as this primary course affords. The study- 
ing of various life insurance situations and needs was 
readily adaptable to sales. 


— 
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File on the Man with Fingers in Many Pies 


ON A TYPICAL morning, George Tyler, Equitable So- 
ciety representative, finds himself looking at a memo 
pad that reads like this: 

“See J. about getting speaker for next Kiwanis 
meeting—10 A.M. Help P. T. draw will—11 A.M. 
Appointment Ajax Optical Co.—11:45 A.M. Deliver 
claim check Mrs. M.—12:30 P.M. Red Cross lunch- 
eon—2:00-5:00 P.M. Appointments with Goodlow, 
Harry, Babinski—7:00 P.M. See Browns re their 
mortgage—8:30 P.M. Parent-Teachers meeting. 

Yes, selling life insurance provides more than a 








Hear the official broadcast of the 
Federal Bureau of Investigation. 


TUNE IN ON “THIS IS YOUR FBI!” 


American Broadcasting Company 
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livelihood. It’s a good way of life. For a good life 
insurance man always has his finger on the pulse 
of his community —is continually concerned with 
movements and organizations that benefit his fellow 
citizens. 

That’s why every Equitable Society representa- 
tive does a day’s work that is a source of daily 
satisfaction to him. He can be proud of the respect 
that is his as a member of a highly regarded profes- 
sion...and as a representative of an institution like 
The Equitable Society. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


THOMAS I. PARKINSON, President - 393 Seventh Avenue, New York I, N.Y. 
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Would Tax at Death. 
Values Not Covered 
by Transfer Tax 


Treasury Tax Integration 
Plan Has Many 
Insurance Angles 


WASHINGTON — Establishment of 

a single transfer tax is recommended in 
a Treasury Department study published 
on federal estate and gift taxes, which 
proposes their integration and correla- 
tion with the income tax. How such 
a plan would affect life insurance, with 
relation to estate and gift taxation is 
outlined in the study. It will be re- 
called that during House ways and 
means committee hearings early this 
summer on general tax revision, a num- 
ber of witnesses voiced complaints and 
submitted suggestions to overcome the 
unfairness of those forms of taxation 
to life insurance, its holders and bene- 
ficiaries. 
Stating that “some change is required 
in the treatment of life insurance be- 
cause of the proposed integration of the 
gift and estate taxes,” the Treasury 
study says: 

“The important change from present 
law is recommended in the estate tax 
provision so as to prevent overlapping 
of taxes and thereby eliminate any occa- 
sion for a gift tax credit. Under the 
proposal the insurance proceeds would 
be included in the gross estate pursuant 
to the rules which now prevail. But if 
the insured had relinquished all inci- 
dents of ownership during his lifetime 
the proceeds otherwise includible would 
be reduced by the premiums or other 
consideration paid by him to the extent 
that they constituted gifts, plus the 
value of the policy when previously re- 
linquished to the extent that such value 
constituted a gift. Accordingly, only 
that portion of the proceeds which had 
not yet been subject to transfer tax 
would be taxed at death. 

“To take a simple case, assume that 
an insured, after paying several pre- 
miums, relinquishes all incidents of 
ownership over the policy when the pol- 
icy is worth $100,000. He thereby be- 
comes liable for a transfer tax with 
respect to $100,000. He thereafter pays 
premiums totaling $40,000, with respect 
to which transfer taxes are also paid. 
Assuming that the proceeds maturing at 
his death are $300,000, the gross estate 
includes $300,000 less the sum of 
$100,000 and $40,000, or $160,000. 


Regaining Incidents of Ownership 





“The foregoing treatment is supple- 
mented by a special provision dealing 
with the case where an insured regains 
one or more incidents of ownership 
after having relinquished them. Sup- 
pose, for example, that the insured, 
atter paying several premiums, assigns 
the policy to his wife and surrenders 
all incidents of ownership. Assume, 
Moreover, that the insured thereafter 
makes several additional premium pay- 
ments, that the wife restores one or 
more of the incidents of ownership to 
the insured, and that he dies while 
Possessing such incidents, 

“In this case it is provided that the 
entire insurance proceeds are includible 
in the gross estate without any diminu- 

(CONTINUED ON PAGE 21) 










Discussion Program Given 
for Joint Actuarial Meet 


The fall joint meeting of the Actu- 
arial Society of America and the Amer- 
ican Institute of Actuaries will be held 
at the Chateau Frontenac, Quebec, Oct. 
1-3. 

Presiding officers will be H. R. Bass- 
ford, vice-president Metropolitan Life, 
president of the Actuarial Society and 
J. Gordon Beatty, chief actuary of Can- 
ada Life, president of the institute. 

The following formal papers, pre- 
sented at the spring meeting of the 
Actuarial Society, will be open for dis- 
cussion at the joint meeting: 

“War Mortality and Its Effect Upon 
Life Insurance in Canada,” Harry 
Gundy, assistant underwriting officer 
Sun Life of Canada; “Premium Inter- 
polation,” Henry S. Beers, vice-presi- 
dent Aetna Life; “Electronic Machinery 
for Handling Information and Its Uses 
in Insurance,” E. C. Berkeley, chief 
research consultant general office ad- 
ministration department, Prudential; 
“The Evolution of the Exposure For- 
mulae,” E. Olifiers, Rio, Brazil; “Group 
Insurance on Level Premium Plans,” 
Dennis A. Warters, executive vice- 
president Bankers Life of Iowa. 

The following American Institute pa- 
pers will be open for discussion: 

“The Mortality Rate and Its Deriva- 
tion from Actual Experience,” Frank A. 
Weck, Metropolitan Life; “Limits of 
Retention for Ordinary Life Insurance,” 
Irving Rosenthal, associate actuary 
Guardian Life. 

An entire session will be devoted to a 
discussion of a comprehensive report by 
a joint committee of the society and the 
institute on greater coordination between 
the institute and the society of their or- 
ganization and activities. A plan to 
merge the two organizations will be dis- 
cussed so that the respective member- 
ships may have an opportunity to ex- 
press their reactions for the benefit of 
the board of governors of the institute 
and the council of the society. 

The following non-technical subjects 
will be discussed informally: 


New C.S.0. Rates 


What is the relationship of C.S.O. non- 
par gross rates, or par net cost, by plan 
and age to the corresponding rates now 
being discontinued? .And what is the 
explanation of these differences? 

What are actuaries doing to inform 
the agency force and the public that 
increases in rates (due to reducing the 
rate of interest, higher expense assump- 
tions, etc.) are not caused by the stand- 
ard legislation itself, and to explain to 
the agency force and the public the 
rationale of: The change in the cost 
incidence? General reduction in term 
rates? General increase in cash values? 
Increased coverage in juvenile plans at 
the younger ages? 

What answers will be given to policy- 
holders desiring to change existing poli- 
cies to the new forms of contract be- 
cause of seemingly greater benefits un- 
der the new policies? 

What problems arise in effecting a 
transition on the “operative date” of the 
standard legislation? May _ policies be 
dated back prior thereto? May policies 
at old rates be issued after such date? 
May C.O.D. policies issued prior thereto 
be delivered after such date? 


Underwriting Problems 


In view of the present favorable mor- 
tality, are companies relaxing or lib- 
eralizing underwriting standards? If 
so, in what ways? Has such liberaliza- 
tion been extended to jumbo cases and 
those with aviation hazards? How can 
the effects of such action be measured 
or predicted? 

Are there any serious dangers in is- 
suing policies to minors with a provi- 
sion automatically increasing the sum 
insured on attaining age 21, or other 
adult age? 

On juvenile policies granting full cov- 
erage at age 1, are the limits heretofore 
used for juvenile cases now too high? 

Have any steps been taken to cover 
the catastrophe hazard where large 
numbers of policyholders are congre- 
gated in one spot as in pension trust, 
salary savings and group cases? 





Is there any great demand for a re- 
turn to the income disability field? Is 
there any recent experience thereon? 
If so, is it favorable, indicating that a 
return is desirable? In underwriting, 
would gross income or “net after taxes” 
be used as a factor? 

Agency Operations 

Have the higher early renewal com- 
missions or other incentives for per- 
sistency in business had any effect on 
lapse rates? Are measures to conserve 
lapsed business being restored to pre- 
war basis? 

What actuarial analyses have been de- 
veloped that are useful in measuring 
agency expenses? Has use been made 
of them in reducing expenses? 
Technical Topics: Actuarial Analyses 


In view of the adoption of a modern 
mortality table and an assumed interest 
rate not much below the current actual 
rate, what steps are being taken to 
adopt more searching expense analyses 
to prepare for future vicissitudes? 

What effect will the changes to the 
C.S.0. have upon the strain on surplus 
incident to the writing of new business? 

Is any company changing its inci- 
dence of expense by such factors as a 
change in commission schedule or agency 
allowances, ete., when adopting the 
C.S.O. rates? 

What effect will the C.S.O. table have 
on such items as the gain and loss, 
actual to expected mortality, etc.? 
Dividend Determinations 

What are the advantages of the ex- 
perience premium method for the cal- 
culation of dividends over the three-fac- 
tor method in maintaining equity be- 
tween American Experience and C.S.O. 
policies? 

What adjustments in dividend formu- 
las are being made because of the higher 
interest rate guarantee on supplemen- 
tary contracts and dividends left at in- 
terest in old policies? 


General Considerations 


Are the companies following any defi- 
nite programs for strengthening re- 


serves, or increasing the ratio of sur- 
plus to liabilities? i 
What are the dangers in utilizing 


agency forces to secure mortgage loans? 
What insurance plans are being offered 
to cover mortgage loans? 

What lessons have been thus far 
learned from the new system of actu- 
arial examinations, for the first three 
examinations, and for the fellowship ex- 
aminations? 

With the present improvement in 
mortality rates, is there any likelihood 
that “T” rates will be reduced? 


Houston Dinner 
for Baumann Oct. 2; 
Johnson to Speak 


Jul B. Baumann, new president of the 
National Assn. of Life Underwriters, 
will be guest of honor at a dinner Oct. 
2 in Houston which is being arranged by 
the Houston General Agents & Man- 
agers Assn. 

Holgar J. Johnson, president of the 
Institute of Life Insurance will be the 
main speaker. He is a former president 
of N.A.L.U. Mr. Baumann is general 
agent of Pacific Mutual in Houston. 








Conn. Revenue at Peak 

HARTFORD — Connecticut had net 
revenue of almost $5 million last year 
from insurance companies. Gross re- 
ceipts from insurance for the fiscal year 
ended June 30, 1947, amounted to $5,- 
154,364, an all-time high and an increase 
of $431,834 over 1946. 

Operating expenses of the department 
came to $201,826 making net revenue 
to the state $4,952,538. 

Commissioner Allyn points out that 
payments included $1,929,098 in taxes on 
interest and dividends and $767,525 in 
taxes on the premiums of domestic com- 
panies, a total of $2,696,623. In addi- 
tion the department collected $2,457,742 
for the state of which $2,223,849 rep- 
resented premium taxes and $137,363 
other collection by the department. 


N.A.L.U. Convention 
Ends in Harmony; 
Elect Four Agents 


Association Now Appears 
to Be Pulling Together in 
Old-Time Style 


The convention of the National Assn. 
of Life Underwriters in Boston wound 
up its deliberations in an atmosphere of 
unity and harmony, particularly as re- 
spects the relationship between “street 
agents” and agency ‘heads, giving rise to 
a sense of relief among those who had 
watched with a degree of anxiety some 
of the developments at recent N.A.L.U. 
gatherings. 


Observers gave much credit to the 
national president, Philip B. Hobbs, 
Equitable Society, Chicago, for his un- 
tiring efforts to weld the association 
more closely together and head off a 
possible schism. 


Elect Four “Street” Agents 


Four of the seven trustees elected are 
street agents, giving the man with the 
rate-book five members on the board, 
J. P. Costello, Southwestern Life, Dallas, 
being a holdover member. Agents elect- 
ed to the board are David B. Fluegel- 
man, Northwestern Mutual, New York 
City; Richard E. Imig, New York Life, 
Sheboygan, Wis.; H. Cochran Fisher, 
Washington, D. C., and Simon D. 
Weissman, Equitable Society, Boston. 
Mr. Weissman fills the spot vacated by 
Judd C. Benson, manager Union Cen- 
tral, Cincinnati, who was elected secre- 
tary. The other trustees elected are: 
Charles E. Cleeton, manager Occidental 
Life of California at Los Angeles, John 
D. Moynahan, Metropolitan Life man- 
ager at Berwyn, Ill., and Charles J. 
Currie, manager Mutual Life at At- 
lanta. 

All the new trustees were placed in 
nomination by the nominating commit- 
tee with the exception of Mr. Fisher, 
who was nominated from the floor. 

Following the national council's rec- 
ommendations the convention was re- 
assembled briefly Thursday afternoon 
to ratify the recommendations. This 
helped lighten the load for the final ses- 
sion. Speakers at the Friday general 
session were Rudolph Leitman, New 
York Life, Detroit; Robert W. DePau, 
Jr., Prudential, Chicago and Holgar J. 
Johnson, president of the Institute of 
Life Insurance. 

Mr. Johnson declared that life insur- 
ance men have a stake in the continued 
American leadership in western Europe 
both as citizens and as insurance men. 
He contended that this country should, 
by material aid and by example aid the 
democracies of Europe. He recently re- 
turned from abroad where he visited 
several countries and was a delegate to 
the International Management Confer- 
ence at Stockholm. 

The membership trophies were pre- 
sented to representatives of the winning 
associations, Susquehanna Valley receiv- 
ing the Edwards trophy and California 
the Philadelphia award. 

Manuel L. Camps, general agent, John 
Hancock Mutual, New York City, chair- 
man of the program committee, pre- 
sided. 

The final event on the convention pro- 
gram was the fellowship luncheon with 

(CONTINUED ON PAGE 20) 
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Inroads of Crosser 
Benefits on Private 
Cover Negligible 


Since Effective Date 
Less Than 2% 
Has Cancelled 


The effects of the unemployment ac- 
cident and sickness provisions of the 
Crosser bill upon the railroad insurance 
business have been negligible since they 
became operative on July 1. 

Experience of most of the companies 
writing this business has been the same 
and perhaps ‘the most positive reflection 
of the Crosser benefits has been to raise 
the number of requests for cancellation 
about 2% above normal since July 1. 
In most of these cases, insurance agents 
have been able to dissuade the railroad 
employe from intention to cancel. Many 
of those who have cancelled have been 
located in remote spots beyond the reach 
of the agent. There has been a slight 
decrease in first year business. 

The experience to date has delighted 
the railroad department people, because 
even the most optimistic of them were 
prepared for a 10% loss in railroad busi- 
ness and many others for a 50% de- 
crease or more. So far the loss has ap- 
parently not been more than 2%. In 
some respects, the most critical period 
is over, that is, the period of initial mis- 
information on the part of the railroad 
employe as to the extent of Crosser 
benefits. 

Railroad departinent people are in an 
optimistic, almost jubilant mood. Their 
agents have found that the Crosser 
benefits have had the same effect that 
the similarly feared social security has 
had upon the sale of life insurance. The 
inadequacy of the government benefits 
have proved the selling point for sup- 
plementing them with commercial cover. 
Agents anticipate selling many who 
have not previously been on the books. 
Railroad insurance people now see the 
Crosser bill benefits as dangerous 
chiefly in principle rather than for any 
tangible inroads upon private insurance. 
They see it as setting a dangerous 
precedent for further projection of gov- 
ernment into the insurance business, but 
are no longer worried about competition 
from the present scale of benefits. 


Workers Good Insurance Prospects 


Principle reason for the retention of 
railroad accident and health coverage by 
employes has been the obvious fact that 
the Crosser unemployment accident and 
sickness payments are too small for 
railroad workers, a good number of 
whom are people of substantial obliga- 
tions. Railroad people make good pros- 
pects. Many of them are the type who 
entered the business because they value 
the security offered by railroads. They 
live modestly and have plenty of money 
to pay insurance premiums. They draw 
good wages. It is no trick for the in- 
surance company salesmen to convince 
the small number who consider cancel- 
lation that such a move would be un- 
wise. 

Another contributing factor to the 
continued popularity of the company 
coverage is that the government has 
proved strict about claim procedure. 
This is in contrast to the quick claim 
payments made by the insurance com- 
panies. 

So far it has not been reflected, but 
railroad department men expect some 
rise in claims due to the fact that the 
combination of the Crosser benefits 
with the company cover may add im- 
petus to malingering. 


The four large railroads which extend delphia, vice-president; Judd C. 
Walter E. Barton, Union Central, New York City, treasurer. 


(CONTINUED ON PAGE 21) 


Bestor Bearish on Low Rent 
Housing by Insurers 


WASHINGTON—That “investment 
in well selected rental housing projects 
is a natural” for life companies, but that 
the “rehabilitation of blighted areas by 
the erection of low rent housing is some- 
thing else again,” were opinions voiced 
by Paul Bestor, Prudential vice-presi- 
dent, in a panel discussion on rebuild- 
ing blighted areas, at the U. S. Cham- 
ber of Commerce business mén’s con- 
ference here last week on urban prob- 
lems. 

Paul L. McCord, president Indianap- 
olis Redevelopment Commission, led the 
panel and described operations under 
that agency. Other speakers included 
W. J. Casey, Maryland Trust Co., Bal- 
timore; Holman D. Pettibone, Chicago 
Title & Trust Co., who discussed Chi- 
cago and Illinois problems, and Foster 
Winter, J. L. Hudson Co., Detroit, who 
told of the “Detroit plan.” 

Mr. Bestor said insurers are willing 
to accept moderate returns on well se- 
lected rented housing projects because 
the stability of the investment over the 
long pull, also by making these invest- 
ments they are recognizing their obli- 
gation to the public. Insurance com- 
panies are inclined to go as far in mak- 
ing such investments as the interests 
of their policyholders permit. 

“But the rehabilitation of blighted 
areas by the erection of low rent hous- 
ing is something else again and the as- 
sembly of land on which to erect such 
housing is problem number one.” He 
recalled that 14 years ago, in coopera- 
tion with the city of Newark and un- 
der the provisions of a special state act, 
Prudential developed two moderate 
priced projects of this type which it is 
now operating. These projects have 
been moderately successful, even though 
rents are very low, but they have not 
been sufficiently successful to encourage 
Prudential to undertake similar projects 
elsewhere—at least that was true until 
recently. 

There is considerable evidence at 
hand that by going up in the air some- 























PAUL BESTOR 


where between 13 to 20 stories, thereby 
increasing the density of population in- 
stead of decreasing it, private institu- 
tions may be successful from the eco- 
nomic standpoint in developing projects 
for relatively low rents, in spite of high 
cost of land assembly although where 
this has been accomplished it almost 
comes within the category of achieving 
the impossible. 

“Usually it seems to have been neces- 
sary for the private institution to take 
advantage of a tax subsidy made pos- 
sible under the redevelopment acts of 
the various states. 

“Insofar as information at hand is 
concerned, it leads to the inevitable con- 
clusion that for private institutions to 
redevelop blighted areas with provision 
for decreased density of population per 

(CONTINUED ON PAGE 21) 


Stanley Taylor 
Heads Canadian 
Superintendents 


Stanley W. Taylor of British Colum. 
bia, was elected’ president of Superip. 
tendents of Insur- 
ance of the Prov- 
ince of Canada at 
the annual meeting 


Fina 
Secti 
Anne 


Inve 








at Jasper Park 
Lodge. Teeter Prol 
dent is Ralph R. 
Moore, Alberta, By 


and secretary, Roy 


B. Whitehead, On- Norm: 
tario. Assistant Teg 
secretary is John = 
Edwards, Toronto. financial 
In an address at Convent: 
t hat convention presiden: 
Premier Manning Georges Lafranee the 3 







of Alberta said 
peaceful survival of civilization is de. 
pendent on the development of honest 
amicable relations between men and na. 
tions. He said human relations mug 
be bettered immediately by the acquisi. 
tion by the individual of a sense of per. 
sonal responsibility, by searching for 
the true facts before forming opinion; 
hastily on widespread propaganda an 
inaccurate data, and by a return to the 
principles of the old-fashioned and sim- 
ple gospel of Christianity. 


Upward Cost Trend Cited 


Nearly 250 were in attendance. 
meeting was opened by the president 
Hunter of Manitoba, who called on the 
provincial secretary for Alberta, Mr 
Hooker. 

Mr. Hunter in his address pointed ow 
the upward trend in operating costs. Hg 
pointed out the need for better inform, 
ing a sympathetic public on curren 
problems while suggesting that the pub. 
lice interest and the interest of insurer 
is very close. 

Most of Monday’s and Tuesday’s se 
sions were devoted to discussions of lif 
insurance matters including reports }y 
Superintendent Lafrance of Quebec on 
security valuations and annual state 
ments and the report of MacLatchy 6 
New Brunswick covering proposed 
group insurance legislation and mi 
cellaneous amendments to the uniform 
life insurance act. 

Licensing and regulation of agent 
was discussed by Mr. Lafrance on Tues 
day while Wednesday’s sessions weft 
devoted to a consideration of fire ané 
casualty matters. 
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Debate Agents Licensing 


On the question of agents licensing 
there was debate on whether a licenses 
should be held to a volume require 
ment. R. J. Wood of Imperial Lif 
contended that to require a minimum 





Officers of the National Assn. of Life Underwriters elected in Boston: 
mann, Pacific Mutual, Houston, president; Clifford H. Orr, 


Benson, Union Central, Cincinnati, 


Jul B. Bau- 


National of Vermont, Phila- 


secretary, and 


volume of life insurance might induc 
some agents to take any kind of busi 
ness to meet the test. Superintenden 
Moore of Alberta said there should bed 
minimum but it should not be too high 

Superintendent Lafrance suggested 
that applicants be required to pass a 
insurance department examination bi 
company men contended that training 
is more important than an examinatiot 
It was stated that out of about 44 com 
panies from which letters had been re 
ceived 37 had a system for selecting 
and training agents. 

The suggestion was advanced t 
before the government take any actiol 
to make an examination obligatory th 
companies intensify their efforts to g 
those companies that do not have 
training system to inaugurate one. 

The general sentiment seems to } 
to leave the directing of the buildin 
of an agency staff to company exect 
tives. 

There was considerable discussion ¢ 
creditor insurance. Superintendel 
Lafrance strongly opposed inclusion 0 
creditor group insurance in the grow 
definition, but W. J. Beattie of Canati 
Life said it comes under the heading ¢ 

(CONTINUED ON PAGE 20) 
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Financial, Agency 
Sections of A.L.C. 





irrent 
pub 
urers 


5 ses 
of lif 


8 annual 


Announce Programs 


Investment and Marketing 
Problems to Be Discussed 
By Experts 


Norman H. Nelson, vice-president 
Minnesota Mutual, chairman of the 
fnancial section of: the American Life 
Convention, and Dudley Dowell, vice- 
president of New York Life, chairman 
of the agency section, have announced 
the programs for the meetings of their 
groups which will be held during the 
meeting of the convention at 
Edgewater Beach Hotel, Chicago, Oct. 


‘§ 6-10. 


The financial section meeting will 
open with a luncheon Monday, Oct. 6. 
The speaker will be Dr. H. C. "Sauvain, 
professor of finance, School of Business, 
Indiana University, who will discuss 
“Some Economic Considerations Affect- 
ing Investment Policy.” Dr, Sauvain is 
well-known to members of A.L.C. by 
reason of his long service as director of 


the life officers investment seminar, a 


post he has recently resigned in order 
to free himself for research in finance 
and economics. 

Following luncheon the members will 


Hreconvene for the official opening ses- 
§ sion, with Mr. Nelson in the chair. Paul 


Bestor, vice- -president Prudential, will 
speak on “Acquisition of Commercial 
Real Estate for Investment Purposes.” 
Real estate problems will also be ad 
cussed during the afternoon by J. 

Tredwell, president American ee Mies 
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@iuncheon by 


of Real Estate Appraisers, whose sub- 
ject will be “Appraising as Related to 
Mortgage Lending’; and by Arthur 
Rubloff, president of Arthur Rubloff & 
Co., Chicago, who will speak on “Shop- 
ping Centers and Percentage Leases.” 
The section will meet Tuesday morn- 
ing to hear J. T. Bryden, assistant treas- 
urer and executive assistant of North 
American Life of Toronto, discuss 
“Current Trends in Canadian Economy, 
Business Finance and the Labor Move- 
ment.” P. P. Stathas, senior partner 
Duff & Phelps, Chicago, will talk on 
the ‘ ‘Future of the Electric Utility In- 
dustry.” George Geyer, president Geyer 


3 & Co. New York City, will close the 
@ morning 
bank and insurance company stocks. 


session with a discussion of 

“Developments in the Field of Che- 
murgy,” will be discussed Tuesday at 
1 Dr. A. L. Elder, director 
of research, Corn Products Refining Co. 


Scheduled to speak at the final afternoon 


session are R. F. Maine, financial secre- 
tary Provident Mutual, who will dis- 
cuss “Preferred Stock Valuation, Ef- 
fects and Proposals”; and Dr. Harold 
G, Fraine, assistant director of research, 


‘Bijoint life insurance investment commit- 


tee, who will report on the corporate 
bond research project of the committee. 
The Agency Section will hold a single 


‘Bsession Oct. 9, with Mr. Dowell presid- 


ing. General theme will be “Major 
Movements in Life Insurance Market- 
ing.” There will be four speakers. Lead- 
off speaker will be W. R.. Jenkins, vice- 
president Northwestern National Life, 
on “Can Market Research Help Us with 
Our Agency Problems.” R. J. Wood, 
assistant general manager Imperial Life 
of Toronto, will discuss “Quality Busi- 
ness,’ 

“The Importance of Long Range 
Agency Research” will be discussed by 

Roger Hull, vice-president and man- 
ager of agencies Mutual Life. The final 
Baddress will be that of E. M. McConney, 
President Bankers Life of Iowa, whose 
subject will be “Lot’s Wife.” 


At C.L.U. Conferment Dinner in Boston 








Dr. Daniel S. Marsh, president of Boston University, delivered the conferment ad- 
dress at the C.L.U. conferment dinner of the American College of Life Underwriters and 
the American Society of C.L.U. in Boston during the N.A.L.U. convention. Left to 
right, Paul F. Clark, president John Hancock Mutual, a past president of the American 
Society and a founder of the American College; Dr. S. S. Huebner, president of Ameri- 
can College; Dr. Marsh; Roland D. Hinkle, Equitable Society, Chicago, retiring presi- 
dent of the society; William S. Leighton, New York Life, Minneapolis, new president 
of the society, and Julian S. Myrick, second vice-president Mutual Life, chairman of 


American College. 








N.A.I.C. Executive Group 


Meets in Chicago Oct. 9-10 


LANSING, MICH.—Commissioner 
Forbes, chairman of N.A.I.C. executive 
committee, has called a meeting of that 
group for Oct. 9—10 at the LaSalle 
hotel, Chicago. 

Subjects to be discussed include the 
question of uniform practice among 
states relative to the ratio of business 
written by companies to policyholders’ 
surplus; problems involving the need for 
insurance required by statute or other- 
wise, and the need for early develop- 
ment of a central office, as approved at 
the Atlantic City meeting. 

He said commissioners generally, in 
Chicago for the American Life Con- 
vention meeting, will be welcome to at- 





tend the committee sessions, and noted 
he was calling the meeting with the 
spnecen of President Thompson of 

.A.1.C., who will attend. Commissioner 
Hodece ‘of North Carolina and Deputy 
Commissioner Gough of New Jersey 
were credited with submitting the first 
two subjects on the agenda. 





V. V. Sweeney Heads Fla. 
University Insurance Unit 


Victor V. Sweeney has resigned as 
assistant manager of Travelers at Phila- 
delphia, to become head of the insurance 
department, college of business admini- 
stration, University of Florida, Gaines- 
ville. His title will be that of assistant 
professor. 
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The Freedom Train 


First seen in Philadelphia on September 17, the Free- 
dom Train starts on a one-year tour over 33,000 miles of 
railroad tracks through all 48 states, with stop-overs at 
It carries the most valuable col- 

documents ever assembled for 


These are 100 of America’s most historic papers, in- 
cluding a manuscript draft of the Declaration of Inde- 
pendence, and such original documents as the Bill of 
Rights, Jefferson’s Bill for Religious Freedom, George 
Washington’s own draft of the United States Constitu- 
tion, Lincoln’s draft of the Gettysburg address, the 
Emancipation Proclamation, and so on up to the Peace 
Treaties of the late war and the United Nations Charter. 


Every American who values the priceless heritage of 
freedom will want to seize the opportunity to renew 
appreciation of what makes the American Way of Life 
worthwhile. The Freedom Train is coming, carrying its 
precious cargo of rededication. . 


THE PENN MUTUAL LIFE INSURANCE CO. 
os ee 


INDEPENDENCE SQUARE, PHILADELPHIA 














Republic National 
Absorbs Republic 
Life of Oklahoma 


DALLAS—President Theo. P. Beas- 
ley of Republic National Life announces 
that through action _~ 

; | 
| 
} 
| 
| 








of its stockholders | 
at a special meet- 
ing, Republic Na- 
tional, under a con- 
solidation and re- 
insurance agree- 
ment, has taken 
over the business 
and assets of Re- 
public Life of Okla- 
homa city. 

Mr. Beasley said 
the agreement had 
also been recently 
approved by stock- 
holders of the Okla- 
homa company and by Commissioner 
Butler of Texas and Commissioner 
Dickey of Oklahoma. 

Republic National assumes all lia- 
bility for the Oklahoma company and 
guarantees all of its outstanding life in- 
surance policies in accordance with its 
terms and provisions. 

Republic life as of the date of the 
consolidation had $33% million of in- 
surance in force. This, when combined 
with the business of Republic National 
will bring the total of insurance in force 
in the Texas company to approximately 
$110 million, thus making it one of only 
four Dallas life insurance companies 
to pass the $100 million mark. 

Becoming president of Republic Na- 
tional upon purchasing its control in 
1937, Mr. Beasley and his associates 
have, in the intervening 10 years, in- 
creased the insurance in force from 
approximately $10 million to $110 mil- 
lion; its assets from $900,000 to $16,- 
264,683; and, its combined capital and 
surplus from approximately $165,000 to 
$1,260,401. 


VA Is Getting Ready to 


Issue Permanent Policies 


WASHINGTON—Veterans. adminis- 
tration actuarial advisory committee has 
had submitted to it informally by VA 
samples of seven types of National 
Service Life converted permanent poli- 
cies and riders. It is understood these 
have also gone to some life companies, 
from which VA would welcome sug- 
gestions. 

The types are: NSL converted ordi- 
nary, 20-payment life, 30-payment life, 
20-year endowment, endowment at 60, 
and at 65, and total disability rider. 

No NSL policies have been issued, 
VA says. As with U. S. Government 
Life, certificates only have been issued. 

Ultimately, VA will begin issuing 
NSL policies to about 1 million veterans 
who have converted their wartime in- 
surance and disability riders to those 
paying for that coverage. 

However, it is indicated at VA that 
such issuance will not begin until after 
Jan. 1, when the present time limit 
for easy reinstatement of lapsed poli- 
cies without physical examination will 
expire. Doubt is expressed this deadline 
will be extended. After the easy rein- 
statement period ends VA will have a 
fairly stable group of NSL policyhold- 
ers, to deal with. 


Cover 12,000 Fur Workers 


NEW YORK—Coverage of 12,000 
workers in the fur industry with an 
A.&H. and surgical benefits program 
was arranged last week through Travel- 
ers and Associated Hospital Service. 
Costs will be paid by the employers. 

The group contract involving more 
than $250,000 in first year premiums was 
placed by William F. Ellwood Asso- 
ciates of New York. Daniel P. Tozier 
heads Travelers group office here, . 
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Cincinnati Assn. 
Scores Dropping of 
2nd Premium Notice 


Discontinuance by some companies of 
the practice of sending policyholders a 
reminder notice shortly before expira- 
tion of the days of grace has impelled 
the Cincinnati Life Underwriters Assn. 
to pass a resolution urging resumption 
of the sending of second notices and 
pointing out the possible harm of fail- 
ing to do so. 

Its reasons. include these: needless 
lapses, since many policies lack the 
automatic premium loan; reinstatement 
may be denied on health grounds, since 
not all companies provide for auto- 
matic reinstatement within 30 days of 
lapse; death may occur before the ex- 
tended insurance provision is effective 
or even if after that time the clause 
does not apply to family income and 
accidental death riders; there is a great 
risk of tearing down much good will 
and bringing about passage of adverse 
legislation. 

The resolution directs that a copy be 
sent to the National association for such 
action as it deems proper. 











omy 

AN INCREASINGLY 
LARGE NUMBER OF AGEN- 
CIES ARE ORGANIZING 
FALL STUDY GROUPS 


BASED UPON R & RS 
“CAREER COURSE IN LIFE 
UNDERWRITING.” 

SUCH FINE RESULTS 
WERE SECURED last year 
that we have no hesitancy in 
recommending the program 
to the agency seeking a sound 
and stimulating fall project. 


“THE CAREER COURSE” 
is intermediate in nature, de- 
signed for the agent who is 
well established in the busi- 
ness but who is anxious to 
prepare himself to sell in the 
more advanced fields, particu- 
larly estate planning and pro- 
gramming. 


ONE REASON THE STUDY 
GROUPS HAVE BEEN SO 
SUCCESSFUL is because the 
new intermediate course is sa 
rich in sales ideas—and when 
an agent gets excited about a 
new idea, he finds a prospect 
to fit, and the result is busi- 


ness. 
* * * 


WE WILL BE GLAD TO CO. 
OPERATE WITH YOU IN 
SETTING UP A PROGRAM 
WHICH WE KNOW CAN BE 
MADE TO MEAN MUCH TO 
EVERY MEMBER OF YOUR 
AGENCY. 













PAUL SPEICHER 
Managing Editor 


THE INSURANCE 


RESEARCH & REVIEW SERVICE 
INDIANAPOLIS, 
ee Beteilone ms & 













Presenting Russell Memorial Awards 








A 


John Henry Russell of Los Angeles (standing, left) presents the first of the John 
Newton Russell memorial awards for outstanding service to the institution of life in- 
surance to Dr. S. S. Huebner, University of Pennsylvania. Other recipients (seated, left 
to right) are Julian S. Myrick, second vice-president Mutual Life; and J. Stanley Ed- 
wards, Denver, general agent of Aetna Life; (standing, left to right), Paul F. Clark, 
president John Hancock Mutual; M. Albert Linton, president Provident Mutual; and 
Holgar J. Johnson, president Institute of Life Insurance. 








Rowland Stresses Vital 
Role of Job Know-How 


Increased productivity and good mo- 
rale probably depend more on an em- 
ploye’s knowledge of his job and of his 
company’s operations than on any other 
factors, Frank L. Rowland, executive 
secretary of the Life Office Management 
Assn., told the instructors of life insur- 
ance companies who attended the 
L.O.M.A. Institute seminar in New 
York City. 

Harry Allen, secretary Mutual Benefit 
Life and chairman of the educational 
committee of the L.O.M.A. Institute, 
exlained that because of the scarcity of 
suitable text material, the institute is 
constantly on the alert for offers to pre- 
pare textbooks and manuscripts spe- 
cifically designed for institute purposes. 
He encouraged the instructors to sub- 
mit suggestions. 

Institute examinations taken in 1947 
were four times as many as those taken 
in 1946 and this September’s seminar 
was twice as large as the New York 
seminar held last February. 





Fete Three Pacific Mutual 
Cincinnati Veterans 


CINCINNATI—Honoring R. E. 
Denman, W. J. Champlain and B. F. 
Kring, who have been with the Joseph 
M. Gantz agency 25 years, A. V. Call, 
president Pacific Mutual Life, presented 
each with a plaque at a dinner attended 
by 150. 

Mr. Denman, a life member of Mil- 
lion Dollar Round Table, has been a 
continuous member of the app-a-week 
club since his first year in the business. 
He started with the Gantz agency at 
the age of 23. He was the leading pro- 
ducer of the entire company five years. 
He has 1,500 clients on his books. 

Starting with the Gantz agency while 
a student at University of Cincinnati, 
Mr. Champlain became a full-time agent 
after graduating. Ht lead the entire 
field force of the company in 1932. 

A graduate of Lehigh University, Mr. 
Kring joined the Gantz agency and ad- 
vanced to supervising manager. As 
teacher and instructor has started many 
of the best producers of the agency 
on the road to success. 

Accompanying Mr. Call from the 
home office were F. R. Kerman and 
W. M. Rothaermel, vice - presidents. 
General Agent J. M. Gantz, famous as 
a motivator, has developed 20 producers 
who have attained the million dollar 
production mark. His agencies at 


Columbus, Dayton, Toledo and here 
had three men in the million dollar 
production class during the last produc- 
tion year, which for the company ended 
July 15. The agency reports a 20% 
increase in paid business for the first 
nine months of this year and 100% in- 
crease in commercial A. & H. premiums. 

Mr. Gantz opened the Cincinnati 
agency 30 years ago at the age of 23, 
just six months after graduating from 
Cornell. 





Better Business Bureau 
Seeks Insurance Members 


Cincinnati Better Business Bureau, in 
soliciting membership from insurance 
agencies, states that it has distributed 
1,500 copies of an employe bulletin board 
poster captioned “Are You An Insur- 
ance Bargain Hunter?” This poster goes 
on to say that bargain hunters may run 
into trouble because very often purchas- 
ers who are attracted by “cheap” insur- 
ance offers find out too late they were 
not bargains. 

The Better Business Bureau recom- 
mends buying insurance from licensed 
organizations, reading and understand- 
ing completely provisions of policies, 
dealing with an established and reliable 
firm and determining whether the “mail 
order” insurance “is the bargain you 
think it is before buying.” 

The bureau states it handles more 
than 150 insurance inquiries a month, 
assisted in stopping several unlicensed 
insurance operations that had advertised 
at Cincinnati, issued a monthly house 
organ article about buying insurance 
and publicized the operation of an “in- 
surance ghoul” in the Cincinnati area 
several times. 

The bureau complains, however, that 
only 13 insurance firms are its members. 





Omaha Agency’s Conference 


OMAHA—The Omaha _ Insurance 
Agency will sponsor an insurance edu- 
cational meeting Sept. 23. More than 
500 Omaha business firms have been in- 
vited to send representatives. 

Nine nationally known insurance lead- 
ers will speak on these subjects: Federal 
regulations governing employment of 
minors; workmen’s compensation laws; 
comprehensive public liability; the co- 
insurance clause and insurable values; 
business interruption or use and occu- 
pancy; partnership or business life in- 
surance; employer - employe relations 
with group life insurance; auto insur- 
ance vs. rates; fidelity coverage. 


Warns Against 
Ducking Business, 


Taxation Coverages 
SOUTH BEND—The agent nee(; 


more and ‘more to be something of a 
engineer in the use of life insurance, 
businessman who understands busines 
conditions and investments, who j 
familiar with tax problems, estate mat 
ters, trusts, the trend of important cur 
rent development, Walter J. Wheeler 
attorney of Northwestern National Life 
told the South Bend Life Underwriter 
Assn. 

The buyer needs a skillful service ty 
help him tailor life insurance to hi 















ice must be more skillful today t 
ever before. The agent can no long 
bow out of the picture by saying: 
not a tax expert,” “I know 
about investments,” “I do not know ho 
life insurance can help you solve yoy 
business problems,” “I do not kno 
anything about wills or trusts,” or “ 
am a life-insurance agent, not a_ busi 
ness man.” 


Can Get Information 


“The buyer of life insurance doe 
not need to have one tell ‘him that one 
is not an expert on all these things,” said 
Mr. Wheeler. “The buyer knows ond 
cannot be such an expert. But thd 
buyer may know also that he does no} 
have far to look to find skillful, wide 
awake, informed life insurance agents 
who know enough, or can quickly find 
out enough, about all these things, agents 
who know a problem when they se¢ 
one, and know where to go to get hel 
in its solution; and who are willing and 
anxious to be of the greatest possiblk 
service.” 


Needs Continued Education 


Mr. Wheeler said the solution for an 
agent is continuous education, adapted 
by each individual to his own situation 
and needs. As practical suggestion 
he offered these: Complete the training 
program of your own company and the 
C. L. U. After completing keep up t 
date. Enroll in the educational program 
now being established by the Life Un 
derwriters’ Training Council. Faith 
fully read insurance magazines, such a 
THE NATIONAL UNDERWRITER, the “C.L.U 
Journal,” and study some good service 
such as “Diamond Life Bulletins,” “Re 
search and Review.” Commerce Clear 
ing House, or Prentice-Hall. Cultivate 
the acquaintance of and engage in busi 
ness discussions with technical adviser: 
such as attorneys, tax specialists, trusi 
officers, accountants, salesmen of genera 
insurance. Continue to reach out as fre 
quently as possible for an opportunit 
to serve a client who has a problem 
new to you and thoroughly handle hi 
case, investing your time with the ob 
jectives of maximum experience to your 
self and as nearly as possible perfec 
service to him. Most important of al 
develop an attitude of progress. 








Home State Life Opens 
New Home Office Building 


Formal opening of the new building 
of Home State Life of Oklahoma Cit 
was attended by about 5,000 visitor 
Under direction of Joe D. Morse, presi 
dent, a program was arranged whic 
combined three educational and_ busi 
ness meetings with many entertainmen 
features, including luncheons, dinner 
and a trip to Tinker Field for a tow 
through the largest army air corps ait 
plant repair plant in the country. 

Honors were accorded the four out 
standing producers for the year, eatl 
with a record of $1 million of new busi 
ness. They are V. A. Hickman, Norma# 
L. Jacks, W. H. Harrison and A. 
Raley, all of Tulsa. R. W. Breece 6 
Blackwell was leader in conservation 
and was voted the most valuable agen 
About 30 awards were made to lead 
in various lines. President Morse 
given a wrist watch by the agency fore 
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GUESTS 


OF THE COMPANY 


The Ohio National Life Insurance Company took pleasure and pride 
in honoring the following outstanding members of its Field Force for 
their worthwhile achievements in the field of life underwriting by in- 
viting them to attend the Ohio National Convention which was held 
at French Lick Springs, French Lick, Indiana, August 31, September 


1, 2, 3 and 4: 


L. C. Andersen 
S. C. Baber 
W. W. Bassett 
S. S. Bliss 

C. W. Bovard 
D. C. Boyer 
A. S. Brennan 
L. R. Brennan 
H. C. Brogan 
W. H. Brokaw 
Don D. Brown 
John B. Carlin 
D. E. Carnahan 


D. E. Carnahan, Jr. 


N. A. Carpenter 
R. M. Chandler 
Guy Chiesman 
J. Robert Cole 
H. C. Coutret 
O. Z. Crane 

C. F. Cutshall 

L. J. Decker 

F. J. Durgin 

J. K. Eby 

C. T. Ermlich 
Webb C. Evans 
V. J. Feeheley 
J. W. Fingerhuth 
S. R. Fritts 

C. B. Gallas 
Paul E. Garrett 
R. K. Garrett 

R. J. Grumbine 





L. E. Harris 
Edgar Helmkamp 
6. C. Hill 

C. Hill 
Clyde Hines 
D. A. Hogg 
L. A. Hopkins 
C. H. Kahn 
Fred E. Kramer 
H. R. Lindenberger 
H. L. Liskey 
R. H. Liskey 
F. A. McMaster 
R. D. Martin 
C. W. Mason 
R. G. Mathews 
P. W. Mayfield 
T. J. Miller 
E. W. Millholland 
J. W. Millholland 
R. T. Moore 
E. W. Neiser 
R. G. Nixon 
E. J. Noble 
O. C. Norton 
D. L. Ohmit 
Dennis Organ 
Nicholas Pasquale 


“John Pekas 


Albin Peltz 
Logan Powell 
H. M. Price 
L. C. Rider 
L. L. Rimer 





OHIO 


. R. Rivet 
. R. Ross 
. E. Rouse 
. W. Ruehle 
. F. Scheibel 
. J. Schiltz 
. A. Schneider 
. C. Seal 
. B. Seidel 
. S. Severance 
. E. Shacklett 
. O. Shacklett 
. T. Simpson 
. A, Smith 
. D. Southworth 
. W. Strange 
. M. Straw 
. A. Stull 
. H. Sweeney 
. W. Tompkins 
. Tonkel 
. Tschantz 
. Turner 
J. Ullman 
eorge Wade 
. B. Wade 


FERS C SCEPC eS SCE re Ces ce 
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. F. Wisnasky 
. Wood 

. Woolford 
. Worel 

. Ziegler 

. Zimmer 
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International Claim 


Assn. Holds Annual Rally 


NEW OFFICERS ELECTED 

President—Walter E. Trout, Penn 
Mutual Life. 

Vice-president—Lee Wilks, Lincoln 
National. 

Secretary—Louis L. 
ness Men’s Assurance. 

Treasurer—F. L. Templeman, Mary- 
land Casualty. 

Executive committee—W. N. Hutch- 
inson, New York Life, chairman; John 
Blanchfield, Aetna Life; Ralph Heller, 
Prudential; T. Loyal Anderson, Fed- 
eral Life. 


Graham, Busi- 


SWAMPSCOTT, MASS. — William 
N. Hutchinson, New York Life, as 
chairman of the executive committee, 
called the annual meeting of Internation- 
al Claim Assn. to order Monday and 
presented an engraved gavel to Presi- 
dent J. N. Cunningham, Crown Life. 
with which to preside. 

Mr. Cunningham introduced Arthur 
W. Coolidge, lieutenant governor of 
Massachusetts, who made the address 
of welcome. 

Mr. Cunningham in his president’s ad- 









More than 50,000 life 


Houston, 


industry. 


Commonwealth 


cooperation with 


In Jul Baumann, 


principle. For him, his 


NALU 


progress in the year ahead. 


movement, 


Insurance In Force, June 


LOUISVILLE 


Lhe 
COMMONWEALTH 
Commentary 


Congratulations Jul Baumann 


insurance 
throughout the U.S. have honored Mr. 
Texas, general agent for Pacific Mutual Life, 
by electing him to the presidency of the } 
ciation of Life Underwriters. 


that can come to any member of the field forces 


takes pleasure in congratulating Mr. 
Baumann on his election and reiterates 
the National Association and its full 


support of the principles for which it stands. 


the NALU has at its helm a man 
of tested competency, unquestioned integrity and high 
Association 


Commonwealth 


COMMONWEALTH 


LIFE INSURANCE COMPANY 
MORTON BOYD, President 


dress, stressed the fact that member- 
ship in the association can be a force 
for good will, harmony, confidence and 
cooperation between nations. 

John Ayes reported as chairman of the 
entertainment committee. 

Thanks were extended to John Blanch- 
field, chairman of the program commit- 
tee. 

Reporting as chairman of the execu- 
tive committee Mr. Hutchinson stated 
that American Mutual Liability had 
been added to membership. 

Lowell White, president International 
Assn. of Insurance Counsel, extended 
the greetings of his association. 

F. L. Templeman, Maryland Casualty, 
reported as treasurer. 

An address entitled 
People” was delivered by George 
White, president of State Mutual. 

The speaker emphasized that there 
are no problems that are not human 
problems and that problems are people. 
Mr. White pointed out that the claims 
men are in a key position in any public 
relations program and that if their deci- 
sions are not fair and if they do not 


“Problems are 
Avery 







men and women 


Jul B. Baumann, 
National Asso- 


This is the highest honor 


of our 


its pledge of 


and the entire 


wishes continued 


30, 1947 — $324,774,928 






































WALTER E. TROUT 


favorable impress the claimants by their 
attitude and interest in each claim set- 
tled, then public relations are being torn 
up by their very roots. He went on to 
state that life insurance is big business 
and that the individual generally fears 
and distrusts bigness in business, which 
makes it all the more imperative that 
claims men think of their activities and 
problems in terms of people, and urged 
that since claims men have such a great 
responsibility and a great opportunity, 
they take time to be kind. 

Mr. Cunningham appointed the nom- 
inating committee with F. M. Walters 
as Aa 

Tuesday’s session opened with the re- 
port of Secretary, L. L. Graham, Busi- 
ness Men’s Assurance. He stated that 
the highlight of the year was the re- 
ceipt by the association of the certificate 
of merit from the navy. 

- Evans, Scranton Life, as acting 
The ade of the auditing committee, re- 
ported that the report of the treasurer 
had been approved. 

Lon Hocker Speaks 

Taking as his subject Occupational 
Interpretation of Disability Clauses, Lon 
Hocker, Jr., attorney, St. Louis, con- 
cluded that the courts are beginning 
to recognize that where a company is 
compelled to pay an unjust claim it is 
a detriment to the public since the 
amount of losses which the companies 
are compelled to pay must determine the 
premium rates. Most courts, he stated, 
recognize the distinction between a gen- 
eral disability clause and an occupational 
disability clause. However, some few 
states tend to interpret all clauses in 


the light of an occupational clause. He 
pointed out that even in these states 
present indications are toward a rec- 


ognition of the distinction. 
In answer to the question as to what 


occupations will disqualify under the 
general disability clause, Mr. Hocker in- 


dicated that there was no fixed rule for 
this but from a reading of the decisions 
in the various states it can be gener- 
ally said “a disqualifying occupation is 
one for which an insured’s mental pow- 
ers, experience, physical condition, and 
age equip him and at which he could, 
without investment or charity, earn a 
living reasonably commensurate with his 
pre- -disability income. 

In discussing the extent of permissible 
participation in a given disqualifying oc- 
cupation he stated that with the excep- 
tion of most of the northeastern states 
the trend is still strongly to favor the 
insured in permitting him to have 
his employment and also his disability 
ere 

J. Bohne reported as chairman of 
es public relations committee. 

The second and concluding address 
of Tuesday’s session was made by Dr. 
Howard B. Sprague of Boston, speak- 
ing on the relationship or coronary heart 
attacks to trauma and_ strain. Dr. 
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Sprague said that coronary artery dig] 
ease is due almost always to a slow nat 
rowing of the arteries of the heart fr 
the deposit of cholesterol substances j 
their walls. 

When the coronary arteries becom 
narrow the individual may have angin: 
pectoris or a pressure pain under the 
breast bone on effort or excitement, Jj 











the narrowing becomes severe so tha 
it may clot and block the artery com. 


pletely such an occurrence is called cor. 
onary thrombosis or occlusion. 

When it is known that coronary artery 
disease present the patients are 
warned to avoid severe exertion, emo. 
tional episodes, overeating or exercise 
after eating and exposure to extremes of 
weather, 

Strain or trauma do not cause hear 
disease unless the injury to the heart js 
a direct blow or fatal accident result. 
ing in rupture of the heart. 

Above all it is necessary to consider 
each case on its merits in relation to 
what is scientifically possible and medi. 
cally probable. 


is 


Northwestern Mutual Life 


Celebrates 90th Anniversary 
MILWAUKEE — In observance of 


its 90th anniversary, Northwestern Mu 
tual Life was host to its 1,500 home of- 
fice employes and families at an enter- 
tainment and dance ‘Tuesday _ night, 
President Edmund Fitzgerald gave the 
opening address, “You and The North- 
western,” after which a cast of home 
office employes presented “Ninety Years 
Agrowing,” an operetta written by 
Laflin C. Jones, assistant director of 
agencies, and set to Gilbert and Sullivan 
melodies. President Fitzgerald pointed 
out the importance of the home office 
staff in the scheme of life insurance and 
its contribution to the growth of North- 
western to become the sixth largest 
company. 


Observe Constitution 


United Life, according to 
its annual custom, celebrated on Sept. 
17 the signing of the constitution 
of the United States with an appropriate 
program at the home office in Indian- 


American 


apolis. Herbert M. Woollen, chairman 
of the executive committee, presided 
and U. S. Senator Jenner of Indiana 
spoke. 


Community Property Talk 


H. Ober Hess, associate editor of the 
Fiduciary Review and instructor in taxa- 
tion at Temple University law school, 
will speak Sept. 23 at the Hotel Roose- 
velt in Pittsburgh on some community 
property problems in the planning and 
administration of life insurance, trusts 
and decedents’ estates. This is spon- 
sored by the agencies committee of 
Pittsburgh, Pittsburgh C.L.U., Life In- 
surance & Trust Council and Life Un- 
derwriters Assn. 


Buys $2,700,000 Buildings 


Northwestern Mutual Life is buying 
two buildings valued at $2,700,000 re- 
cently completed for Liquid Carbonic 
Corp. Liquid Carbonic will lease the 
buildings from Northwestern for 4 
period, including renewal options, ex- 
tending up to 80 years. The buildings 
are in Chicago and Morrison, III. 


Buy $7,500,000 Debentures 


Metropolitan and Mutual Life have 
purchased from the Eagle-Picher Co. 
$7,500,00 of 20-year 3% notes. 


Ferriss Becomes Editor 

MINNEAPOLIS—Ben Ferriss, for 
several years publicity director of the 
Minneapolis chamber of commerce, has 
become editor of “Northwest Insur- 
ance” to succeed Peter J. Sletterdahl, 
who took an executive position with the 
National Retail Druggists Assn. at 
Chicago, 
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Union Politics 
ls Pervading 
Group Field 


New Wrinkles Are 
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in the orthodox way, the employer can 
usually prevail. However, if he is a 
man who follows an appeasement policy 
and takes the position that all that is in- 
volved is a certain amount of money and 
that to comply with the union’s wishes 
will get the employer over the imme- 
diate hurdle, the day is usually lost. 





Reports on Public Relations 

A report on public relations, the 
ninth in a series of research reports on 
current trends in life insurance adver- 


artery 

Safe Mt 7 

emf Appearing, Particularly 

ere] e . oT . 

‘wf in Disability Line 

+S of 

heart Union politics is becoming an increas- | 

art if ingly important factor in group insur- | 

‘esult. ih ae BERL see j 
ance these days, particularly in the dis- 

sider ability coverages. In practically every 

On to case the union’s position has to be taken 

medi into consideration and some new com- 
petitive types of situations are develop- | 
ing. Many of the group men look upon 

> 

> 


ary 


‘Mu. ranean and questionable union-insurance 
e a company arrangements. 
nter- Some of the most important union 
ight.— insurance advisors openly take the posi- 
 the® tion that when the employes are paying 
orth-§ part of the cost of the group insurance, 
iome# say one-half, the union should be per- 
ears mitted to designate the broker or bro- 
by kers to whom at least one-half of the 
r off commissions shall be paid. Some go 
ivan§ even further than that and say that even 
ntel® if the employer pays all, the union 
ffice# should have a say as to who shall be 
and@ the broker, because this is the equiva- 
rth-§ lent of a wage increase. This, the group 
gest™@ men say, has become a pretty well ac- 
cepted situation and that is the least of | 
their worries. 
Union Demands 
to i oe : are 
ept. The type of situation that is abhor- 
tion rent to many group specialists is that 
iate@ in which a union, working hand in hand | 
ian-@ With an insurance company, demands 
nan of the employer that he pay over to the | 
ded union a certain percentage of the pay- 
ana roll with which to buy group benefits 
according to the pattern worked out by 
this insurance company and the union. | 
Usually this is coupled with the provi- | 
sion that any dividends are to go to the 
the @ Union, the latter is to get an expense al- 
xa-@ lOwance, and the commissions are to be 
ol, @ Paid to a designated broker. Also very | 
se- J often the union wants to have one of its | 
ity men handle all the details, including | 
nd™@ claims settlements. It is this latter pro- 
sts Vision, group men say, that may cause 
m-—@ Undesirable consequences for the em- 
of ployer. The danger is, they say, that 
in-@ with the union man handling claims, 
In-@ the employer may eventually find that 
he has lost control of his personnel situ- 
ation. There is danger of favoritism 
ql being shown and absenteeism promoted. 
In one or two cases, it is reported, the 
ng@ union has had an arrangement to refer 
‘e-@ all disability cases to certain doctors and 
ic # there is at least a suspicion that the doc- 
he# tors may be making kick-back to the 
a@ union. 
X- 


gs} Pay Off Union Leaders 


? 


much of what is going on as vicious 


and say they are losing case after case 


because of what they claim is subter- 


Reports are circulating in group cir- 
cles that this or that company is mak- 
ing a lump sum payment to the head of 
a union for each new group case that he 
brings to them, one report being that he 
gets $1,000 a case. 

_Group men say that as these condi- 
tions become more extensive, there are 
indications that companies who, in the 
past have declined to be a party to vari- 
ous arrangements of this kind, are slip- 
ping off the edge in desperation because 
ot inability to compete successfully 
without doing so. 

Some of the group men say that if the 
Official of the employer who is in charge 
of labor relations, stands by his guns 
and insists that group plans be handled | 
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tising and sales promotion has been 
published by Life Insurance Advertis- 
ers Assn. 

This report was prepared by David 
W. Tibbott, director of advertising of 
New England Mutual, and summarizes 


the public relations activities of 102 

companies. 

Lends $2,500,000 on Terminal 
Mutual Benefit Life has loaned $2.,- 


500,000 to the owners of the airlines ter- 
minal building at Park avenue and 42nd 
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street near Grand Central station in 


New York City. 


Hohaus Slated to Head U. S. 


Chamber Insurance Group 


WASHINGTON — Announcement 
of the makeup of the U. S. Chamber of 
Commerce insurance committee awaited 
consultation with Carl N. Jacobs, due to 
attend the chamber’s board of directors’ 
meeting late this week. R. A. Hohaus. 
actuary of Metropolitan Life, is slated 
to head the committee. 
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NICKELL’S VIEW: 


Says Pensions Will 
Outweigh Vesting 
with New Agents 


Despite the action of the compensa- 
tion committee of the National Assn. 
of Life Underwriters in restricting the 
“equivalent” of 50% and nine fives to 
a mathematical caneien, Chairman H. 
Kennedy Nickell, Connecticut General, 
Chicago, believes that in building career 
contracts a realistic viewpoint must in- 
clude, in weighing compensation, such 





other “equivalents” as pensions, hos- 
pitalization and group insurance, etc. 

Mr. Nickell, who was absent from the 
Boston meeting on account of a previous 
commitment, said the committee’s action 
was entirely satisfactory to him but 
that new men who expect to make a 
career of the business are going to be 
very much interested in such things as 
pensions, and the other items listed in 
the original report as pos ssible, even 
though not actuarial, equivalents of 50% 
and nine fives. Many of these new 
men, he emphasized, won’t even know 
what the expression “50% and nine 
fives vested” means. 

From his own experience in putting 
in pension plans Mr. Nickell is con- 





THERE’S LIFE IN THE BERKSHIRE 


“This is I[—the Berkshire Triangle Pattern 
of Merchandising Life Insurance. Here’s a 







complete selling plan for each 
of the twenty-three basic needs 
for life insurance. You will 
find them immensely helpful 
and profitable.” 





ES, the Berkshire Triangle Pattern of Merchan- 

dising Life Insurance is a well-rounded, effee- 
tive business-getting plan devised for the use of 
our Associates. The purpose is to make it easier 
to buy life insurance as well as easier to sell. 
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vinced that men are much interested in 
what kind of pensions and other bene- 
fits an employer provides. One of these 
large employers frankly told him the 
first question a new man asks is what 
kind of a pension plan the firm has. 
Hence, they were forced to install the 
pension in order to get the kind of men 
they want for dependable employes in 
the future. 

Young men entering a business want 
security and pension plans mean more 
than a vested future commission that 
at that point they simply don’t under- 
stand, said Mr. Nickell. 

The report of the compensation com- 
mittee was modified in some other re- 
spects at the committee’s meeting. The 
following paragraph was deleted: 

“Fortunately, better economic condi- 
tions, increased awareness of the need 
for life insurance, and improved tech- 
niques of sales and service have in- 
creased both volume and the dollar 
earnings of life underwriters. From an 
authoritative source, we have the esti- 
mate that the average producer, whose 
annual production was $150,000 20 years 
ago, today sells $250,000. The same 
source concludes that in that period the 
first- -year commissions of this average 
producer translated into terms of take- 
home pay (less taxes only) have. moved 
up from approximately $185 to $260 a 
month.” 

The committee also deleted from the 
ensuing sentence the portion shown in 


brackets, as follows: “Many persons 
[basing their thoughts only on these 
figures] do not understand why there 


is any dissatisfaction among agents on 
account of compensation.” 

To the paragraph referring to the 
proposed employment of an actuary to 
analyze the data sent in by companies 
in response to the compensation ques- 
tionnaire the following sentence was 
added: “Any conclusions or compara- 
tive data that the actuary may compile 
for use by the committee and that the 
committee feels to be of value and in- 
terest to the members will be dissemi- 
nated through ‘Life Association News.’ ” 

The sentence on bargaining was 
modified by omitting the bracketed 
matter as follows: ‘The committee’s 
function is not [and never should be] 
that of a bargaining agency for groups 
or individuals with a company or com- 
panies on specific contracts or commis- 
sions.” The committee felt that it could 
not properly speak for future members, 
boards of trustees and national councils, 

The sentence stating that the “ma- 
jority” opinion of the committee was 


that 50% and nine fives or its equiva. 
lent was the minimum that should be 
vested in building career agents’ con. 
tracts was modified by deleting the word 
“majority.’ 

The revised report adds to the para. 
graph on the importance of dollars of 
compensation rather than merely rates 
the following paragraph: “We recom. 
mend continuation of a subcommittee 
on research in compensation and, to the 
end that results of its work and that 
of the actuary may be brought to the 
attention of and discussed by local as. 
sociations, we recommend the appoint. 
ment of a committee on compensation 
in each local association. This _ wil] 
make possible the study of these matters 
at a ‘grass roots’ level.” 

At the end of the report | is added q 
new paragraph as follows: “The study 
of section 213 of the New York law 
should be continued and completed at 
the earliest possible moment and an ex. 
planation given to our members.” 

Section 213 deals with the statutory 
limits on life insurance acquisition cost, 

In place of the reference to non- 
actuarial equivalents of 50% and nine 
fives there is added the following; 
“Service must be given after the re. 
newal period has ended. We believe 
that the agent should be compensated 
for such service through service fees, 
In our opinion, payment of such fees 
will prove beneficial to policyholders 
and companies as well as agents. 


Bean Agency ~ Caiae 11% 

Ferrel M. Bean, general agent for 
John Hancock Mutual Life in Chicago, 
reports an increase in new ordinary paid 
business for August and for the year 
to date. For the first eight months 
of this year the agency has a gain of 
11% in ordinary and 34% in total pro- 
duction credits. 


Hear Advertising Talk 


At a meeting of the John A. Ramsay 
agency of Connecticut Mutual Life at 
Newark, Royden C. Berger, director of 
advertising, talked on advertising and 
its advantages. 








Va. Law Study Is Continued 


RICHMOND, VA. — A subcommit- 
tee of the Virginia eign council, or- 
ganized to study needed changes in Vir- 
ginia’s insurance laws to conform to 
federal requirements, met here. Edmund 
T. DeJarnette of DeJarnette & Paul, 
Richmond agency is chairman. 





Present Watch to Blew: N. A. rs U. Chief 





President A. V. Call (left) of Pacific Mutual and Vice-president W. M. Rothaerme 
(right) look on as R. B. Coffman, Cleveland, president of the Pacific Mutual general 
agents’ association presents a gold wrist watch to Jul B. Baumann, general agent of 


Pacific Mutual at Houston. 
National Assn. of Life Underwriters. 


following Mr. Baumann’s election as president of the 
The presentation was made on behalf of the 


general agents’ group, at the Pacific Mutual dinner during the N.A.L.U. convention 
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Flat Rate Hospital 
Policy Suggested 
at Boston Meeting 


Whether or not it would be feasible 
for commercial accident and health com- 
panies to write a hospitalization policy 
paying a flat sum per day for all hos- 
pital expenses covered under such a 
policy, instead of segregating the pay- 
ments for hospital room and miscel- 
laneous expense, was one of the things 
discussed at the regional meeting of the 
Health & Accident Underwriters Con- 
ference at Boston. Such a plan would 
follow the basis Blue Cross now uses in 
making its payments to hospitals. It 
was pointed out that if such a plan could 
be worked out it would be necessary for 
a considerable number of companies to 
go in on it. The great differences in 
company plans at the present time and 
the weakness of some _ hospitalization 
contracts were mentioned as_ factors 
which make it difficult to get hospitals 
to give the same recognition to patients 
insured in private companies as to Blue 
Cross certificate holders. 


Sequel to Blue Cross Hearings 


These points were brought up in dis- 
cussing the Blue Cross muddle in Mass- 
sachusetts revealed by hearings before 
the insurance committee of the legisla- 
ture sitting as an interim committee. 
The revelations at those hearings, which 
have been heavily headlined in the news- 
papers there, naturally constituted a 
topic of especial interest to those attend- 
ing the conference meeting. They were 
reviewed by John M. Powell, president 
of Loyal Protective Life, who extended 
greetings for the Massachusetts compa- 
ies, and Charles Goodale, assistant vice- 
president of American Mutual Liability, 
both of whom had been attending the 
hearings. 


Powell Gives Dual Viewpoint 


Mr. Powell was in a position to eval- 
uate the material presented from the 
dual viewpoint of accident and health 
executive and hospital administrator, as 
he also is president of Newton-Wellesley 
Hospital. He said it would be a calam- 
ity if the Massachusetts Blue Cross were 
to go under, but it will not. It has done 
good work and has been a valuable 
factor in opposing governmental plans, 
but has made some serious blunders. 

He gave some interesting figures on 
hospital costs, stating that the semi- 
private rate is supposed to reflect the 
actual cost of service rendered. Ward 


. Service is given below cost but sufficient 


profit is supposed to be made on pri- 
vate rooms to make up for it. He said 
the actual cost for semi-private accom- 
modations in the Boston area runs from 
$12.50 to $14 per day and expressed the 
fear that under the plan proposed by 
the Blue Cross, which seeks to restrict 
its liability to a certain maximum, with 
the hospitals collecting from the patients 
the amount above that figure, they 
would not dare to charge the full actual 
cost. He said he does not believe the 
hospitals want to discriminate against 
insurance companies. 

Mr. Goodale, who is not an accident 
and health man and whose work is pri- 
marily on the legal side, analyzed the 
weaknesses of the Blue Cross as brought 
out at the hearing, both those inherent 
in the system and those peculiar to the 
situation in Massachusetts; the attitude 
indicated by members of the committee 
and some possible solutions to the 
present tangle. 

_Ambrose Kelly, now with the asso- 
Ciated factory mutuals, who while 
Washington representative of American 
Mutual Alliance initiated the first move- 
ment for a liaison between insurance in- 
terests and the medical profession, told 
ot the progress that has been made 
along that line and also gave a particu- 
larly penetrating analysis of the situa- 
tion which confronts accident and health 
Msurance ‘today, especially in the legis- 
lative field. 

On the medical side, he said that rela- 


tions with the American Medical Assn. 
are better than they ever were before. 
He mentioned the good results from the 
standard forms worked out by the con- 
ference and International Claim Assn. 
and took up some of the recent develop- 
ments in medical care plans, especially 
in Rhode Island. 

The doctors there originally had pro- 
posals for a plan to be operated by Blue 
Cross but because of the cooperation 
extended by them turned to the insur- 
ance companies. The plan is to come 
before the house of delegates this month 
and is practically certain to be approved. 


It is not a deal with one company but 
any company which will use an agreed 
surgical fee schedule may operate under 
the plan. The medical society does not 
exercise any control over rates. He said 
Connecticut is watching the Rhode 
Island plan closely and that action may 
be expected there soon. 

As to the general situation, he took 
up the criticisms of accident and health 
insurance and the way they had been 
turned into arguments for government 
control. He showed how necessary it is 
for all lines of insurance to unite against 
the menace. He said fire insurance, with 


which he is now connected, has been 
rendered vulnerable to similar attack by 
the situation today where coverage 
sometimes is difficult to obtain. 

On the level of state legislation he 
would like to see two or three states 
enact cash sickness laws along the line 
proposed in New Jersey, with adminis- 
tration in the hands of ‘the companies, 
to have something to fall back on if the 
going gets too rough. 

L. B. Mullins, National Casualty, re- 
viewed the recent group and franchise 
meeting in Chicago, with discussion of 

(CONTINUED ON PAGE 20) 


THE MUTUAL BENEFIT’S 


ENTRY INTO THE FIELD OF 


“SPECIAL CLASS” BUSINESS 


eginning September 1, 1947 the Mutual Benefit will accept 


applications from risks that cannot be insured at standard 


rates but which can be underwritten with a moderate increase in 


premium. 


This step is taken at this time because means have been devel- 


oped for accepting several “Special Classes” of risks, in addition to 


standard risks, without diminishing in any way the desirability of 


our contracts or the quality of our service. In this way the benefits 


of our operations will be extended to a larger public, thus advancing 


the purposes for which we were organized. 


We believe that the principles of operation which we have found so 


successful in the standard field will be equally productive of equit- 


able results in the field of Special Classes. 


THE MUTUAL BENEFIT LIFE INSURANCE CO, 


ORGANIZED 


IN NEWARK, 


NEW JERSEY 
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Tells How to Write Million 
Without Being a Salesman 


Harold S. Parsons, Travelers, Los 
Angeles, 1947 Million Dollar Round Ta- 
ble chairman, who qualified with $2,- 
800,000 and no pension trust business, 
gave some valuable pointers on his sales 
methods during his talk at the Jami- 
son & Phelps agency's breakfast in 
honer of its 11 MiD.R.T. qualifiers. 
Members of the agency, which repre- 
sents Northwestern Mutual in Chicago, 
were impressed not only by Mr. Parsons’ 
simple but effective sales procedure, but 
by his quiet and friendly sincerity. They 
were not surprised to learn that since 
he went to Los Angeles in 1928 only 
one of all the people he had sold has 
since bought insurance from another 
agent. 

Mr. 
home, 
evening. 


Parsons does his paper work at 
spending about an hour each 
He makes calls on the way 
to the office, not arriving there until 
noon. This avoids the office’s time- 
wasting distractions. 
Another time-saver is 
phone. He doesn’t use 
the 


tele- 
for 


using the 
the phone 


first try, but he estimates that 65 


Tue UNDERWRITER who lets some other agent 
sell Accident and Sickness coverage to his Life poli- 


cyholder a/ua)s wonders. 








oy Hence Occidental’s complete Accident and Sickness 

: line. Hence its combinations of Life with Accident 
and Sickness protection in complete programs 
under one premium billing. Hence more profits— 
present and future —for Occidental underwriters. 


HIM NOW? 


He wonders whether his client will realize he did 
only half a job. He wonders whether the agent 
who completes the job with adequate disability 
coverage may also become chief architect of his 


client’s personal insurance program. 


+. 75% of his business is written over 
the phone, particularly with people he 
has sold before. He does not use pres- 
sure, in fact, makes it a point never to 
ask people to buy, consequently any- 
thing he has to say to his prospect can 
be just as well said over the phone. He 
believes that most agents do not use 
the phone as much as they might. 

Mr. Parsons makes every effort to be 
selective in his prospecting. He has 
written from 200 to 225 cases a year for 
many years but in the last eight or 10 
years he has raised his average size 
policy from $7,000 to $14,000 by more 
selective prospecting. 


Employs Weighted Pause 


He tries to make his prospects feel 
that he is not a salesman but is merely 
trving to put himself in their place. 
While he never asks a person to buy he 
is able to sense the right moment to 
stop talking. This is extremely effec- 
tive. Neither he nor the prospect says 
anything for a minute or so, and then 
the prospect usually asks, “What do 
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They call this “clientele insurance”. 


OCCIDENTAL LIFE Insurance Company 


ii Calijotnca % V.H. JENKINS, Senior Vice-President 


“We pay lifetime renewals-they last as long as you do” 









I do now?” or “When do I see the 
doctor?” : 
Mr. Parsons has consciously tried to 


add younger men ‘to his clientele and has 
worked out a standardized prospecting 
sales talk to get names of such men 
from his centers of influence. None 
of these centers turned him down and 
he got from one to 10 names from each. 
Many of these younger men have grown 
to be substantial policyholders. 

If the agent relaxes and is not con- 
cerned with whether he makse the sale 
today or not the prospect will sense 
this and talk more freely, said Mr. Par- 
sons. He also avoids building up a 
list of prospects for the future without 
any idea of calling on them immediately. 


If a man wants to be a big writer, 
he should make himself familiar with 
tax matters, for many big cases are 


written because of this knowledge, he 
said, 

Mr. Parsons said the most important 
qualification for success in life insur- 
ance is the agent’s mental attitude. He 
must really like people so that they will 
feel that he likes them. The interest 


must be genuine. 
“Don’t Be a Salesman” 


Don’t be a salesman, he advised, be- 
cause nobody likes to be sold and, par- 
ticulary, nobody likes to be sold life 
insurance. He advised leaving pension 
trust business to the experts to handle, 
saying that the trend is more toward 
regular insurance, as indicated by the 
lower percentage of pension business 
that showed up in the 1947 M.D.R.T. 
qualifications. 

Avoid talking too much, he counsel- 
led. Too much talk is usually due to fear 
that the prospect will say “no,” or, to 
hide an inferiority complex, or to im- 
press the prospect, but it is better to 
give the prospect more time to talk and 


for the agent to take time to listen to 
him. 

Everyone is inclined to make things 
too complex, he said. The agent can 


do just as well without doing this. Com- 
plicated proposals are not necessary, he 
said. “All that is necessary is to have 
a little more confidence in the confi- 
dence that the other man is putting in 
us,” he said. 


Continental prea es 
Crosses $200 Million Mark 


Continental American Life has passed 
the $ $200 million mark of life insurance 
in force. The company observes its 40th 
anniversary Oct. 1. 

Although the volume sold during the 
first eight months of 1947 did not equal 
the record-breaking 1946 total, it was 
well above former years. 


Central Life of Ia. 
Has Unusual Campaign 


An unusual campaign was put on by 
Central Life of Des Moines in honor of 
President E. H. Mulock during a six 
weeks period in July and August. The 
organization of the campaign was unique 
in that each agent accepted two quotas, 
one being a “last ditch” effort, the other 
being a moral obligation. The first rep- 
resented a “must” volume and the sec- 
ond an all out endeavor. 

The educational section was featured 
by brochures depicting important attri- 
butes in Mr. Mulock’s life and career. 


The attributes selected were: enthusi- 
asm, vision, work, determination, cour- 
age, and perseverance. The agency 


division created a series of educational 
releases showing how such attributes 
have worked for Mr. Mulock and how 
they might work for the agent in his 
own daily work. Field men were grouped 
according to years of service. Veterans 
competed with each other, as did expe- 
rienced producers, and freshmen agents 
with appropriate recognition being given 
to the leaders in volume and lives in 
each group. 

Another feature of the campaign was 
the development of an exclusive club 
membership which required a_ high 
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standard of performance. At the en 
of the contest the men in this club 
presented the president a bow! of roses 
in honor of his birthday. 

The contest produced more than $4 
million of new business. This volume 
of written business was the largest ig 
any like period since Mr. Mulock be. 
came president. 


Misrepresentation Treated 


J. August Gerber, New York attorney, 
told the Federation of Insurance Coun. 
sel meeting at Swampscott, Mass., in a 
discussion of misrepresentation in appli- 
cations for life insurance, the enactment 
of section 149 in the insurance law of 
New York state, took the. making of 
the insurance contract out of the hands 
of the jury and placed it in the hands 
of the company, where it should right. 
fully be. Following the Geer case in 
1939, the legislature provided in this 
section that “no misrepresentation shall 
be deemed material unless it is ae 
knowledged by the company that the 
fact misrepresented would have led to 
a refusal by the insurer to make con 
tract. 


Establishes Evidence Rules 


section established in add 
tion two rules of evidence, the first, 
that evidence of the practice of the 
insurer which made such contract with 
respect to the acceptance or rejection of 
similar risks shall be admissible. The 
second rule is that if the insurer or any 
other person having or claiming a right 
under such contract shall prevent full 
disclosure and proof of the nature of 
such medical impairment, such misrepre- 
sentation shall be presumed to have 
been material. 

At the same meeting, Cable G. Ball, 
attorney of LaFayette, Ind., delivered a 
discourse entitled “The Printable Ad 
ventures and Opinions of a Middle Aged 
Colonel, Army of the United States,” 
which was based on his five years expe 
rience in the army, 


Sort 
The institutions of Life and 
Accident and Health insur- 


The new 





ance are primarily ones of 
sales and service. We are 
building on that ideal with 


"Service" as our watchword. 


Our Life and Accident and 
Health policies are salable 
and provide maximum cover- 
age and protection to policy 
owners. Liberal agency com- 
mission contracts enable field 
representatives to build for 
the future. 


We place a high value on 
human relationships as well 


as service. 


WISCONSIN NATIONAL 


Oshkosh, Wisconsin 
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end * a a very subtle and amiable to Adam. Adam always called me “Colonel Cartwright” 
- D tl g hed D mM was quite . am . % ae. ad vans 
$s quite sure of his man every time. He would say, “Now Colonel Cart- 

OSes 1S n ulS OOr an _ oe what he could from those wright if Mr. McLennan is not all 
who called with whom he was not ac- tangled up clear to the ceiling with ob- 

’ A Adam, Marsh & McLennan Functionary, Made quainted. He found out who they were, ligations, I think he can see you. If 
ume Valued Place for Self in the Organization what they wanted and anything else that however, he is not able to see you I 
Fi. —_— he deemed of importance. Thus he hope that you will come back soon be- 


By C. M. CARTWRIGHT 


A few days ago as I was entering the 
Insurance Exchange building in ‘Chicago 
an insurance man accosted me and said, 
“Have you heard about Adam’s death?” 








offices especially, cannot appreciate the 
value of an expert doorman who has in 
his possession diplomacy, Sagacity, 
power of making friends for the organi- 
zation and the ability to get rid of busi- 
ness callers who could not be seen in a 


would acquaint a secretary with this and 
then she would decide whether he 
should be admitted. If he were not, 
then it was up to Adam to dismiss him 
in a very friendly way which he did. I 
never heard of anyone who found fault 


cause he wants to talk to you.” 

At one time a superior looking man 
called trying to see Mr. McLennan. 
Adam asked if he had an appointment 
and he replied in the negative. He said 
that he was on his way east stopping 





va J pought he a Pavone rae on hand perfectly genteel way so that they might with Adam or criticized him. He knew over between trains and thought if Mr. 
nd about pags 54 : pes ee we read leave in a friendly mind for the organi- perfectly well how to flatter a caller if McLennan were at leisure, he would 
pli about be . a at = I had zation. Probably in this respect Adam he felt it desirable. : like to shake hands with him. He gave 
rent not Tea’ Fae boo of Genesis for some might be called the perfect doorman. He was fully acquainted with the ex- Adam his card and as the latter went to 
> of prime but presumed Adam died some Newspaper men and others of like ilk ecutives and key men of his organiza- see Mr. McLennan’s secretary, he looked 
of Bycars: Axo. He then said, “This Is Not a are supposed to be known for “getting tion. He knew their personalities, their at the card and saw that it was the 
nds joke, Adam died unexpectedly.” Then by” secretaries and crashing the gates, strength, their weaknesses, and their ec- president of the Chase National Bank 
nds ior a moment I hurriedly tried to re- so called. This is particularly true of centricities. He was fully aware of the of New York. He kept his name in 
zht- member if I knew an insurance man those who have had daily newspaper ex- internal political conditions in his large mind and of course, Mr. McLennan 
jn Whose last name was Adam, | could not perience, They must learn early in their office. Therefore, he had  sagacity wanted him ushered in immediately. 
this think of anyone, so I said to him, “The career that it is highly necessary to be enough to know how to dodge people. As the bank president was taken to 
hal] § only Adam I know in the insurance bus- able to convince the doorman or secre- He never allowed himself to get into a the office, he turned to Adam and 
ac. iness is Adam the doorman at the chief tary that it is very important that they position with a secretary or any of the thanked him for his courtesy. Adam re- 
thegexecutive office of Marsh & McLennan see the principal. They have to be mas- executives where he would be con- plied, “You could get into heaven at 
| tomagency im the Federal Reserve Bank ters in this regard and learn most suc- demned for not knowing his duty. any time by using that card of yours.” 
‘on. building.” He replied that, that was the cessful methods of getting to the office When D. R. McLennan was alive and The president related the incident to 
Adam to whom he referred. of the “chief”, at the helm, Adam was particularly Mr. McLennan and the latter told it 
Very few people knew Adam's real Adam dealt largely with secretaries of cautious in dealing with his callers. For among his friends so it became a capital 
name. His right name was Adam M. executives in his organization. He never instance, at ane eee I wished to see story for some time. 
ddi. g Bec kle y. He was always known as tried to betray a secretary to get a caller Mr. McLennan, [ asked Adam whether Mr. Cunningham, who employed Adam, 
irst, “Adam”. He was born of lowly parents in simply because the person had been he was busy or in conference. Adam (CONTINUED ON PAGE 18) 
the who were slaves. He went to Chicago 
with and secured employment in the postal 
n of service and later was retired on pension. 
The git was during his postal service that he 
anygegan his career as a doorman and at 
ight tracted the attention of Gen, ( harles G. 
fyi @Dawes, now chairman of City National 
» offsBank who once was vice-president of 
pre-gtie United States. oat 
1ave’ Adam became interested in politics 
and acted as sergeant-at-arms at four 
Jal, @Republican national conventions. I[n his O e 
sd apolitical work he came in contact with n e ay O romotion 
Ad-@Gen. Dawes when the latter was cam- 
gedfpaign manager for Mark Hanna in 1896. 
ec” 
te World Fair Figure 
When the organization for the Chi- The Lincoln National Life agent with ambition to become a 
cago world fair was established Rufus 














M. Dawes was elected president. He 
told Gen. Dawes, his brother, that he 
wanted to secure a very competent door- 


man for his office. Gen. Dawes then re- : 

td Adam. He got iti touch with him General Agents have been promoted from the ranks. 

and introduced him to his brother. He 

became official doorman at the execu- . rT ..° o. ° ae ret : : 
SE aitce OF the world fair dating Lincoln National’s promotion policy provides another reason 
entire existence. He was clad in white 


figure. 
contact 


clothes and was a resplendent 
Thousands of people came in 


his own company. 


General Agent knows there are opportunities aplenty right with 


why the recent Job Satisfaction Study showed exceptionally high 
satisfaction among representatives of this Company. 


With him and were impressed with his 
geniality and uniform courtesy. 
After the fair ended, Ward Seabury, Y A. ° > 
. e ’ se yer . ¥ 
mow chairman of Marsh & McLennan, LNL is geared to help its field men. 


old Rk. M. Cunningham, one of the 
partners, that the boy at the entrance of 
he executive office was not the kind of 
person to fill that position. He asked 
fr. Cunningham if he had anyone in 
nind. Mr. Cunhingham at once recalled 
Adam, as he had seen him at the world 
fair executive office. He did not know 
lis last name, but he telephoned Rufus 
Dawes to find out where he was located. 
[r. Cunningham had him come t6 his 
fice and he was employed immedi- 
ately. He was however on a pension 
ziven by the postal service but he de- 
ired to go to work and have something 
0 do. 


Ascertains Reasons for Calls 


During his long experience as a door- 
man and custodian of executive head- 
juarters of the world fair, Adam gained 
AN experience well worth-while. He was 
wick to reach a decision as to people 
who called and he had a real genius for 
ascertaining the reasons for their calls. 
e decided whether they were simply 
alling with no particular thought in 
nind or whether their calls were serious. 
Adam, in due season, created for him- 
elf in the Marsh & McLennan organi- 
ration a real position and he made him- 
elf decidedly worth- while. He also made 
Position for himself in the minds of 
he many callers who often visited that 
Dffice, 
I have always 


felt that large insurance 
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EDITORIAL COMMENT 





Millionaires Wear Epaulettes 


The fact that for the first time the 
entire slate officers and executive com- 
mittee elected at this year’s Million 
Dollar Round Table are holders of the 
C.L.U. designation is of more than pass- 
ing significance in its implications for 
the round table and the C.L.U. move- 
ment. 

It was not so many years ago that 
the meetings of the round table were 
regarded pretty much as outings and 
the holder of the C.L.U. designation 
was thought by many to be too often 
a thwarted would-be actuary who was 
bemused with book-larnin’ and overly 
preoccupied with frills that had no place 
in the selling of life insurance. Indeed, 
some critics could cite horrible examples 
to show that men sold less business 
after getting the C.L.U. designation 
than before they were contaminated by 
learning. 

Today a _ substantial percentage of 
million dollar producers are C.L.U.’s. 
They are proud to have those letters 
after their names. The annual meetings 
of the round table have become the 


most intensive kind of educational 
courses. They almost have to be, so 
complex has become the field of pen- 
sion trusts, big estates, and business in- 
surance in which these men very largely 
operate. 

At the same time the C.L.U. desig- 
nation has lost the “greasy grind” con- 
notation that it had for some in its 
earlier days. Apparently it is somewhat 
like the phi beta kappa key or the Ph. D. 
degree in the general educational field. 
They can be won by men of unusual 
intellectual capacity and ability more 
of less in their stride; but they can also 
be won by persons of limited talents 
who gorge themselves on learning but 
do it so unintelligently that their lives 
are narrower rather than fuller by rea- 
son of it. 

The number of agents who are both 
C.L.U.’s and million dollar producers 
is increasing and should be an encour- 
aging reminder to all that there is no 
incompatibility between high production 
and the broad type of knowledge that 
the C.L.U. movement aims to impart. 


PERSONAL SIDE OF THE BUSINESS 





associate ad- 


Hancock 


Miss Margaret Divver, 
vertising manager of John 
Mutual Life, 
serving as_ chair- 
man of the attend- 
ance promotion 
committee for the 
1947 anual meeting 
of the Life Insur- 
ance Advertisers 
Assn. at the Cha- 
teau. Frontenac, 
Quebec. 

The convention 
is scheduled for 
Oct. 23-25. This is 
expected to be one 
of the most largely 
attended gatherings 


is 





Margaret Divver 


in L.A.A. history. 
_William Ahrens, assistant personnel 
director of Northwestern Mutual, has 


been confirmed by the Wisconsin senate 
for a six-year term on the Wisconsin 
state board of personnel. He had been 
filling an unexpired term and was ap- 
pointed for a new full term. 

Howard deFranceau, manager for 
U. S. Life at Washington, married Miss 
Virginia Byarly, advertising director of 
Foster Gift Shops, also of Washington. 


The 35th anniversary with the com- 
pany of William C. Young, manager at 
Lansing, Mich., of Prudential, was ob- 
served at a luncheon there. Harry P. 
Green, regional manager from the home 
office, presented Mr. Young a watch 
and a certificate of membership in Pru- 


dential Old Guard. Mr. Young was with 
the company at Columbus, Ind., and 
Paducah, Ky., before going to Lansing 
in 1937, 

Howard J. Brace, vice-president and 
secretary of Occidental Life, has re- 
turned to his desk after undergoing 
a major operation at California Lutheran 
hospital in Los Angeles. 

Harold J. Cummings, president of 
Minnesota Mutual Life, has been named 
general chairman of a committee to con- 


duct a city-wide free chest xray pro 
gram at St. Paul, designed to reach 


200,000 people. 


William S. Vogel, Newark, Colum- 
bian National Life, ranked first for per- 
sonal production for August, first for 
the year to-date and No. 1 agency-wise. 

Mimi Gantz, daughter of J. M. Gantz, 
Cincinnati general agent of Pacific 
Mutual Life, is spending six months in 
Europe on an assignment for the Chi- 
cago “Times.” She took a position as 
“copy boy” with the “Times” upon 
graduating from University of Chicago. 
She advanced to work on the city desk. 


Edmund Bacon Fitzgerald, son of 
President Edmund Fitzgerald of North- 
western Mutual Life, was married Sat- 
urday to Miss Betty McKee Christen- 
sen, daughter of Mr. and Mrs. Clarence 
M. Christensen of Milwaukee. 


WHEN you kill time remember it has no 
resurrection. 


zation and the chief executives of the 
companies in the agency. His son, Wade 
Fetzer, Jr., president of the agency, 
will preside. 


DEATHS 


Anthony E. Veith, 59, 





former co- 


general agent at St. Louis of Massa- There will be three main spokesmey 
chusetts Mutual on that occasion from the company 
Life, died of coron- ranks, they being F. A. Christensen, 


president of the America Fore group, 





ary thrombosis at 
a hospital where he Col. F. D. Layton, president of Na. 
had been taken tional Fire, and, John A. Stevenson, 
after becoming ill president of Penn Mutual Life. 
while atttending When Mr. Fetzer went with Alexan. 
one of the crucial der & Co. as cashier, the office oper. 
games _ between ated exclusively for Fidelity & Casualty 
Brooklyn and the in seven or eight states. This, of course 
St. Louis Card- is an America Fore company, and Mr, 
inals. A son, John Christensen’s appearance is highly sig. 
P. Veith, is associ- nificant. Later, at the instance of Mr 
ated with the agen- Fetzer, W. A. Alexander & Co. » entered 
é cy department of the fire insurance arena and _ its first 
ay Massachusetts Mu- company was National Fire. Still later 
Anthony E. Veith tual at the home Mr. Fetzer appreciated the opportunities 
office. for becoming completely multiple line 


and a general agency was secured for 


George A. Kederich, Penn Mutual Life. 


summer home at Ticonderoga, N. Y. 


67, died at his 
At 


the time of his retirement in 1940 be- . 7 aga se circles ore la, 
cause of poor health he was supervisor Ailes ah Rages Co. _Star es Pig e W. A 
of agencies in charge of the metropolitan /¢xander & Co. as a clerk in the cash. 

York {ile ier’s department in 1897. He later be. 


He went 
1894 as an Office 


district for New 


with the company in came a solicitor. At that time the prin. 


cipal interest of the agency was in ae. 


boy. He was a past president of New *. é 
York City Life Underwriters Assn, and cident and health insurance, and Mr. 
also of the New York state association, Fetzer became a foremost A. & H, 
- ; . producer. It was said that he and 
re Morris L. Clothier, senior trustee of Clyde J. McCary, who was manager at 
enn Mutual ee one of the fore- Chicago for Penn Mutual Life, had 
a of Philadelphia, died at the largest volume of business in this 
5 category of any men in the city. How. 
W. J. Bryden, 70, president and gen- ever, Mr. Fetzer was continually search 
eral manager of ing for new avenues to develop and he 
Victory Life of became a highly effective salesman of 


Topeka, died at his the various liability lines. He became 
home there. Be- a junior partner of the agency in 1904, 
fore joining Vic- managing partner in 1906 and in 1927, 
tory Life he had when the agency was incorporated, he 
been assistant su- became president. He later was named 


perintendent of in- as chairman when his son, Wade Fetzer, 


surance and actu- Jr., ascended to the presidency. 
ary of the Kansas 

department from 

1909 to 1921. Prior SELECTION MEN’S OUTING 


The Chicago Home Office Life Un 
derwriters held their first postwar sum- 
mer outing at the Cary, IJI., country 
club. Representatives from five Chi 


to that he had some 
years’ local agency 
experience. Mr. 
Bryden was born 
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at Newburg, W.Va. 
He was educated in Kansas. 
Charles A. Kreutz, 59, agent of Pru- 


cago companies participated in golf and 
informal discussion, which were f 
lowed by dinner. Next meeting will 





dential at Des Moines for 19 years, Oct. 8, at the Electric club. 
died following a heart attack. Be 
Vernon Tuck, 46, assistant manager yonorR 11 “MILLIONNAIRES” 


Battle Creek, Mich., for Prudential, was 


killed on his farm in an unusual acci- _The Jamison & Phelps agency @ 
dent. His body was found by his widow Northwestern Mutual in Chicago was 
in a field where he was pinned and fa- host to its members at a breakfast im 
tally crushed between a harrow and his honor of its 11 Million Dollar Rouné 
overturned tractor. He had bought the Table qualifiers. This is by far the 
farm only recently and had been indulg- largest number ever to qualify 1rOnee 
ing a hobby for gardening and fruit single agency. Harold S. Parsons, 
growing. He had lived there for 30 ‘ravelers, Los Angeles, 1947 M.D.R1. 

chairman, was the principal speaker, 


years and with Prudential for 17 years, 
‘ Hic others being Grant L. Hill, agency vice- 





the last 14 i as assistant district manager. 


CHICAGO 


president of Northwestern; Harry T, 
Wright, Equitable Society, Chicago; and 
H. Kennedy Nickell, Connecticut Ger 
eral, Chicago, both of whom are pas 
chairmen of the Million Dollar Roun 
Table; and Paul Cook, general agent 








SALUTE WADE FETZER : Mutual Benefit Life, Chicago, vice-chair- 
Wade Fetzer, chairman of W. A. man of the M.D.R.T. J. H. Jamison 
Alexander & Co., Chicago, who for introduced the outside guests and Nelson 


D. Phelps introduced the seven qual: 


many years has been a towering insur- 
fiers who were present. They are E. C 


ance figure, particularly in the casualty 


field, is completing 50 insurance years Hoelscher, L. S. Loventhal, II, Ben S 
Sept. 29 and that evening he will be McGiveran, C. Rigdon Robb, N. H. See 
saluted at a banquet that will be con- furth, Clarence E. Smith and L. W, 
fined to the members of his own organi- Uebele. Those who were out of towl§ 
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are Earl Brooder, H. L. Maltenfort, 
R. M. Hefter and S. C. Stainman. 

ney,f§ Mr. Hill said that Northwestern had 
132 qualifiers for the Million Dollar 
men Round Table, or better than one out of 
any every six qualifiers. He stressed the 
sen, § importance of following up notices of 
oup,§ transfer, giving several examples of 
Na-@ large amounts of business written 
son through this type of lead. 

Mr. Parsons talked on his plan of 
ane operations. — He emphasized the need 
per for simplicity, saying that everyone is 
lalty inclined to make things too complex. 
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“| _ NEW YORK — 


pe ee 
Fe NEW ALMANAC PUBLISHED 
ater The 1947 edition of the Insurance 
ities Almanac has now been published by the 
line “Weekly Underwriter.” This is a fact- 
for filled volume of 1,314 pages that is used 
as a daily reference by a great many 
la,@ jn the business. It embraces biographi- 
AB cal material of insurance leaders, gives 
ash-— information about insurance organiza- 
be tions of all types as well as giving a 
rin-# thumbnail sketch of each insurance com- 
ac pany in the various branches of the 
Mr. business. There are numerous tables of 
H.@ aggregate statistics and in tabloid are 
and™ shown the insurance laws that were en- 
r atm acted in 1947. 





had Sse ee 
this] HUBER ANNUAL FORUM 
Ow: The Solomon Huber & Associates 


rch agency of Mutual Benefit Life will hold 
| he its annual forum Oct. 8 at Hotel Penn- 
off sylvania. Mr. Huber will discuss “In- 
amet tegrating General Property with Life 
9048 Insurance Proceeds”; Henry C. Smith, 
997 # estate planning and tax lawyer, “Profes- 
he sional Partnerships”; David Stock, at- 
ned torney, “Intervivos Trusts Simplified”; 
zer.# Albert Hirst, attorney, “Estate Planning 
in a Lawyer's Office” and George B. 
Gordon, Prentice-Hall, ‘Deferred Com- 
pensation.” 





Un. J. de P. Hansen has joined the Ober 
agency of Berkshire Life in Chicago. 
IM-8 Since his discharge from the navy as a 
itry# lieutenant he has been a salesman of 
“hi the Check-Chart Corp. in Chicago. 
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~ COMPANIES 


Liberty Life, S. C., Boosts 
Capital to $1 Million 


Liberty Life of Greenville, S. C., is in- 
creasing its capital to $1 million and in- 
stalling a pension plan, effective Jan. 
1. A stock dividend of 334% will be 
declared, payable to stockholders of 
record Oct. 15. 

The directors voted a cash dividend of 
3% on the stock as increased by the 
stock dividend for the fourth quarter of 
1947. 

Ernest F. Patton was elected to the 
finance committee to complete the un- 
expired term of J. E. Sirrine, who died 
recently. 





New St. Louis Company 

Security Life & Accident of St. Louis 
has been incorporated with $25,000 au- 
thorized capital. 

Incorporators are H. M. Fields, J. J. 
Green, J. T. Hubbard, F. A. Jones, 
S. R. Redmond, S. J. Watson, J. Webb, 
E. N. Fields and D. L. Fields. 





New Home for Dominion Life 


Dominion Life, Waterloo, Ont., has 
purchased as a site for a new home of- 
fice building the 57-acre Forsyth Fron- 
sac ranch. It will be at least two years 
before construction can get under way. 
It is proposed to devote possibly eight 
or 10 acres for the home office building 
itself and the remainder of the land will 
be divided into building lots. 


Manhattan Licensed in Wash. 


Manhattan Life has been admitted to 
do business in Washington. J. P. For- 
dyce, president, stated that the company 
did not expect to make any agency ap- 
pointments or active sales effort in the 
state until after January because of com- 
mitments in California and elsewhere for 
the balance of the year. He was direc- 
tor of agencies of New World Life, 
Seattle, 1915-1922 and was associated 
with other Washington companies be- 
fore going east to become director of 
agencies of Manhattan Life in 1934, 


Charles E. Ward Resigns 

Col. Charles S. Ward has resigned as 
vice-president and director of agencies 
of Great Northwest Life of Spokane. He 
had been with the company since 1944. 
Prior to that time he was vice-presi- 
dent and director of agencies of Shenan- 
doah Life. 


Manhattan Holds Conference 


Fifty-one agents and general agents 
of Manhattan Life from the east and 
Texas are attending the company’s an- 
nual agency conference at Grove Park 
Inn, Asheville, N. C., Sept. 18-21. 

Attending from the home office are: 
J. P. Fordyce, president, who will 
speak at the annual banquet Sept. 19; 
FE. A. Porter, secretary and actuary; H. 
W. Smith, assistant secretary; Hermine 
R. Kuhn, first field assistant; R. L. 
Kimberley, field assistant, and Vera 
Kane of the premium accounting divi- 
sion, 

Following is the program of the edu- 
cational meetings: Charles Edwards, 
general agent, New York, “How Do 
You Sell Life Insurance?”; B. B. Hoff- 
man, Buffalo, “For the Little Business 
Man a Big Problem”; B. L. Frischman, 
general agent, New York, “Juvenile In- 
surance’; Miss Kuhn, “Telephone 





Technique”; James E. Ranni, “What's 
So Different About a Million Dollar 
Producer?” 





Universal Adds to Home Office 


A new three-story addition to the 
home office of Universal Life of, Rich- 
mond, Va., is being built at an estimated 
cost of over $100,000, including reno- 
vation of the present quarters. 





Bankers’ Life & Casualty. has been 
licensed in Virginia. 

















ITS 

SCHOOL DAYS AGAIN 
FOR 

OUR MANAGERS 


In groups of sixteen at a 
time, our District Man- 
agers are going to school, 
...a special school which 
is conducted at the Home 
Office, and lasts a week. 


By this means, we seek to 
make stronger our plans 
and methods for training 
career Agents,..for help- 
ing field men do a more 
thorough job, ..and thus, 
through more effective 
underwriting and proper 
service, to add to the glo- 
ries that already belong 
to Life Insurance. 





















































AMONG COMPANY MEN 





Moore Joins State Mutual 
as Agency Department Aid 


State Mutual has appointed John F. 
C. Moore to the agency department as 
assistant in sales 
promotion. 

Mr. Moore is a 
native of Summit, 
N. J., and from 
1942-1944 he was 
acting manager of 


publicity, Westing- 
house lamp divi- 
sion, Bloomfield, 
N; ; J. Later «he 


was with the Hud- 





son American Cor- 

poration in New 

York city  han- 

dling advertising 

and sales promo- J. F. C. Moore 
tion and editing the company’s maga- 
zine. 


_He has recently been with the New 
York public relations firm of John A, 
Clements Associates. 





Roberts and Hunter to 
Higher Great-West Posts 


H. A. Roberts has been appointed as- 
sistant treasurer of Great-West Life. 
For several years following graduation 
from University of Manitoba the prac- 
ticed law and in 1937 he joined Grain 
Insurance and Guarantee as assistant 
manager. He served overseas in the war. 

R. OQ. A. Hunter has been appointed 
an assistant secretary of Great-West 
Life. Following graduation from the 
University of Manitoba, Mr. Hunter 
practiced law. In 1941 he enlisted in the 
Canadian navy, and served for 
years, retiring with the rank of 


four 
lieu- 


tenant-commander. He joined Great- 
West Life in 1946 in the secretary’s de- 
partment. 


C. E. Ferree Is Retiring 


Charles E. Ferree is retiring as as- 
sistant agency secretary of the four 
Travelers companies. He has been with 
the organization 36 years, having started 
at Syracuse. He later saw service at 
New York and went to the home office 
in 1920. He has been in his present 
position since 1929. 








George A. Martin, Jr., who has had 
a number of years’ experience as agency 
manager and general agent, has been 
appointed superintendent of agencies of 
American Hospita! & Life. 

W. Cole, 


Mr. Martin and Stanley as- 
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sistant agency director, conducted the 
company’s first home office’ training 
school, with representatives from all of 
its agencies in attendance. 





nik: Weiihiingban Cliceiea 


George Washington Life has adopted 
new premium rates along with other 
changes necessary under the new statu- 
tory requirements. 

The new policies will be based upon 
the CSO table with interest at 212%. 

The changes will result in a general 
moderate increase in life and endow- 
ment rates, although at the youngest 
ages there will be some decreases in 
rates. Policy loan and surrender values 
will be very generally increased. 

Edward J. Skou has been appointed 
unit manager of the R. N. Rose agency 
of Equitable Society in Flushing, Long 
Island. 








Mutual Names Four 
Assistant Managers 


Mutual Life has appointed four new 
assistant managers. 

G. M. Cohan and J. A. Klecak of the 
Kassoff agency, New York City, will 
assist Mr. Kassoff in the supervision of 
the agency’s field force. 

F. S. Boothby of the Boston agency 
will supervise the field organization in 
Middlesex, Norfolk, Plymouth and Suf- 


folk counties. He will be located in 
Boston. 

W. S. Peterson of the Salt Lake City 
agency will supervise 27 counties. He 
will be located in Boise. 









































Walls Rejoins Siegmund 
Agency at Los Angeles 


E. G. Walls, Jr., has returned to the 
Siegmund agency of Connecticut Mu- 
tual at Los An- 
geles as assistant 
general agency in 
charge of broker- 
age. His previous 
association with 
this agency came 
in the early part of 
the war when he 
was appointed act- 
ing manager of the 





agency from the 

time Mr. Siegmund 

went into the navy 

until Mr. Walls 

entered the army. E. G. Walls 
Mr. Walls joined 

Connecticut Mutual in 1938, after grad- 

uating from Dartmouth. His first year 

was in the home office. He then be- 

came personal producer, service man- 

ager and supervisor for Charles J. 

Zimmerman, general agent in Chicago. 


After the war Mr. Walls returned to 
the Connecticut Mutual home office and 
then became general agent at Chicago 
from which post he resigned. 


Boughton to St. Louis 

Fred Boughton, assistant manager for 
Prudential at Appleton, Wis., under 
P. C. Zimmer, district manager at Osh- 
kosh, has been appointed district man- 
ager at St. Louis. He has been with 
the company since 1934 and became 
assistant district manager in 1935, 








Mabee Joins Joyce Co. 


The Charles F. Joyce Co. of Buffalo 
has expanded its brokerage division into 
the life insurance field and appointed 
Marcus R. Mabee to the new position 
of brokerage manager of the life depart- 
ment. Mr. Mabee was with Prudential 
for 20 years and served as manager at 
Albany. 





Named Assistant to Shirley 


James Gurley has been appointed as- 
sistant to John T. Shirley, general agent 
in Pittsburgh for New England Mu- 
tual. Mr. Gurley graduated from the 
business school of University of Penn- 


sylvania in 1936. He was in casualty 
insurance for several years before the 
war, served overseas in the south Pa- 


cific. In his new position he will assist 
in the training and supervision of new 
agents. 


Wise Hartford Group Head 


_L. S. Wise has been named manager 
of the group sales office in Hartford by 
Prudential. Before joining Prudential 
last March Mr. Wise was in the sales 
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and sales promotion field. He is ag 
graduate of Ohio State University and 
took graduate studies at Ohio State law 
school where he received his law degree 
in 1937. The Hartford office handles 
group sales in Connecticut and Ver- 
mont, and also in the Central Hudson 
Valley area of New York and western 
Massachusetts. 


A. R. Elton Now Manager 


A. R. Elton, for the past nine years 
an assistant manager in charge of the 
Lachine, Can., office of Prudential, 
has been promoted to manager in St 
John. He replaces Mark C. Turner, 
who recently assumed the _managership 
of the No. 2 district office in Toronto, 

Although born in Leyton, England, 





Mr. Elton has resided in Canada for 
many years. His family settled in La 
chine. He joined Prudential as an agent 


in Montreal in 1932 and six years later 
was promoted to assistant district man- 
ager. 





Prudential Danville Branch 


A branch office of Prudential’s Peoria 
agency has been opened at Danville to 
cover central Illinois. G. R. Caughron 
will be in charge. Mr. Caughron has 
been in life insurance for ten years and 
served for two years as secretary of the 
Chamber of Commerce in Charleston, 
He joined Prudential last May. 


C. J. Roese Named 


Charles J. Roese of San Dimas, Cal, 
has been appointed district representa 
tive in the metropolitan Pomona area 
for the Schnell agency of Penn Mutual 
at Los Angeles. 








Mock Supervisor for Abbey 


Tom Mock, who has been with the 


Elmer Abbey agency Aetna Life in San 
Antonio, has been appointed agency 
supervisor. 





Our Agency Contract 
doesn't come in a galaxy 


no blue; no green; 
no yellow. 


But we DO have a 
good, solid, down-to- 
earth, black and white 
Square Deal Agency 
Contract with every 
man or woman who 
represents us. 


We'd like to talk it 


over with you. 
NatHhonalye 


Madison 1, Wisconsin 
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Occidental Agents 
Gather in Chicago 


Occidental Life is conducting its larg- 
est agents convention at the Edgewater 
Beach, Chicago, Sept. 17-20, with about 
600 people in attendance including over 
400 agents and many officers and staff- 
men from the home office. Convention 
club membership of 465 is almost twice 
the number who qualified for the last 
convention held at New Orleans in 1941. 
Of these, 46 are in the Leading Produc- 
ers Club, with average production $25,- 
000 paid premiums on new business for 
the 18-month qualification period Jan. 
1, 1946-June 30, 1947. 

President Clarke Attending 

The program theme is “Adequate Pro- 
tection for All the People.” Dwight L. 
Clarke, president of Occidental and 
preside nt of the American Life Conven- 
tion; Horace W. Brower, executive vice- 
president; C. H. Tookey, actuarial vice- 
president; V. H. Jenkins, senior vice- 
president, and George V. Shipley, vice- 
president, are among the top officers 
taking part. 

A reception to qualifiers was held by 
the officers Wednesday evening and 
Thursday, Friday and Saturday morn- 
ings are given over to business sessions. 
A final luncheon banquet is to be held 
Saturday. 

Agents are present from Quebec, 
Honolulu. and other distant points. 
Convention club officers are: President, 
Howell A. King, general agent in Bal- 
timore; first vice-president, T. M. Shira- 
kawa, Fresno branch, and second vice- 
president, J. W. Davis of Carl L. De- 
Vries & Associates agency, Los Angeles. 
Leading Producers Club officers are: 
Mr. King, president; Frank J. Longo, 
DeVries & Associates, first vice-presi- 
dent, and Mr. Davis, second vice-presi- 
dent. 


Three Aetna Life Agencies 
Gather at Lake Wawasee 


Three general agencies of Aetna Life 
held a three-day educational conference 
and outing at Lake Wawasee, Ind., this 
week with about 50 agents and agency 
executives in attendance. Agencies were 
those of Rockwood S. Edwards, Chi- 
cago; Ernest Nelson, Grand Rapids, 
and John Hill, Toledo. , 
Attending from the home office were 
Grant Irving, the new medical director; 
Donald Hanson, agency supervisor, and 
William Cousins of the accident depart- 
ment. 





Columbian National Men 
Feted at Pocono Manor 


The Star Producers Club of Colum- 
bian National Life met at Pocono Manor 
Inn at Pocono Summit, Pa. One hun- 
dred twenty-five members and_ their 
guests attended the meeting which cov- 
ered the eastern membership. The west- 
ern meeting will be held at the Broad- 
moor, Colorado Springs, Col., Sept. 
22-24, 

The meeting explored the outlook 
and opportunities for the future in the 
fields of life, group, accident and health 
and pension trusts. E. J. Moorhead, 
actuary of L.I.A.M.A., was a guest and 
speaker, 

President J. D. Anthony opened the 
meefing with a welcome and review of 
company progress since the last meeting, 
and announced new features of the com- 
Pany’s various insurance lines. Busi- 
ness sessions covered agents’ training, 
agency costs, the Guertin | legislation, ex- 
pansion of group insurance activities, and 
new opportunities in the accident. and 
health field. Sales promotion material 
and pictures of former conventions were 
exhibited, 





Social activities included the presi- 
dent’s reception, a two-day medal-match- 
play golf tournament and the annual 
banquet, at which awards were pre- 
sented by President Anthony. 


Knights Life Erie Roundup 


Knights Life held a district meeting 
— president’s ‘birthday party at Erie, 

cf 

Takng part in the program were 
William Ley, vice-president of the com- 
pany; George Hogan, superintendent of 
the Erie district, and P, J. McLaugh- 
lin, assistant superintendent of agencies. 


Kickoff Rally at Oshkosh 


Declaring that “the most successful 
salesmanship is not selling at all,” C. E. 
Palmen, merchandising counselor, told 
the Oshkosh agency of Wisconsin Na- 
tional Life that it is “helping the cus- 
tomer to buy.” The luncheon was a 
kickoff meeting of the local agency, 
recently placed under the direction of 
Elmer W. Clark, and attended by home 
office agency department members in 
addition to the agency staff 


Midland Mutual Pocono Rally 


Midland Mutual agencies at Newark, 
Clinton, Philadelphia, Lancaster and 
Reading, Pa., will hold an educational 
conference Oct. 25-26 at Pocono, Pa. 











EQUITABLE LIFE OF I0WA—August 
paid for production was the largest of 
any such month in history. The total 
was $8,708,797 of life insurance, or a 
gain of .1% over August, 1946. 

The total for the. first eight months 
amounts to $75,162,527, a loss of $2,449,- 
101 or 3.16% as compared with the same 
period ‘in 1946. The insurance in force 
during August increased by $5,481,567. 
The insurance in force for the first eight 
months of 1947 increased $48,832,417, 
making the total at Aug. 31, $883,723,658. 


POLICIES 


Mutual Trust Goes 
to C.S.O. 242% Basis 


Mutual Trust Life Nov. 1 will begin 
to issue all new policies on the 1941 
C.S.0. 24%% table, it was announced to 
general agents at a series of meetings in 
Chicago, Boston and New York, at 
which they were given by home office 
executives a preview of the new policies, 
rates and sales material. 

Application forms have been revised 
and new policy forms prepared. 

Some of the important changes which 
result are: (1) non-forfeiture values in 
line with the Guertin model non-for- 
feiture laws, will be available at the end 
of the first policy year on higher pre- 
mium plans; (2) fractional premiums re- 
maining unpaid during the year of death 
will not be deducted in settlement of 
death claims under the new policy con- 
tracts and any unearned premium fol- 
lowing death will be returned; (3) on 
the new juvenile policies the full face 
amount will be payable as a death bene- 
fit (in those states which permit it), 
with the exception of issue age 0 where 
the death benefit will be $250 per $1,000 
face amount in the first policy year. 
The non-forfeiture values on all new 
issue after Nov. 1 will be on the Guer- 
tin basis. 











Policy During Interim 


All applications written and _ post- 
marked as mailed on or before Oct. 15 
which are complete in form (with part 
II medical or non-medical, wherever re- 
quired) will be considered for issuance 
at present rates on the basis of present 
policy forms, but applications post- 
marked as mailed after Oct. 15 will be 
considered only for issuance on the new 
basis, and also, any policies issued at 
present rates, on applications dated after 


“PACIFIC MUTUAL? (4 








“T’ve just had a look at some Pacific Mutual figures for 1946. 
Paid business, premium income, insurance in force, all show 
amazing increase. But, best of all, to my mind, is the increase 
in production and income established by field representatives. 


Their top producers have a Big Tree Leaders Club—and you 
have to be good to get in. Well, the membership is growing; 
from 368 members in 1945 it jumped to 497 in 1946— 
a 35% increase. 

“This growth in Pacific Mutual’s business comes from hav- 


ing a good line of insurance coverages, plus an intensive and 


thoroughly organized sales training program (with a complete 
sale—the New and Unusual Savings Plan) that makes pro- 
ducers out of beginners, and better producers out of old-timers. 
It’s a combination that’s hard to beat. 

“What impresses me, particularly, is that Pacific Mutual's 
growth is balanced. It extends all along the line in every 



































































one of the best! 


ae 


MOS 


department of the business. It’s the 
kind of growth that strengthens and 
solidifies an institution year by year. 

“So that’s why J say, Pacific Mutual 
is one of the best!” 


PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 


HOME OFFICE: LOS ANGELES, CALIFORNIA 
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Oct. 15 for reissue with a new effective 
date, must be accompanied by a new 
application form and will be issued at 
the new rates and on the new forms. 

The Chicago general agents confer- 
ence drew agency heads from the nine 
states in the western department; that 
in New York from the Greater New 
York area, and the Boston meeting, 
from New England. 

Stacy B. Merchant, manager of field 
training, conducted the .Chicago meet- 
ing. A. B. Slattengren, director and ad- 
visor in the agency department, gave 
welcome and a historical outline of the 
company’s development. 

President Raymond Olson discussed 
the effect of the changes in the reserve 


basis, the company’s general back- 
ground, investment portfolio and the 
trend in interest earnings. 

C. E. Menor, vice-president and sec- 
retary, presented the new policies, point- 
ing out that the whole structure of the 
policy was greatly improved, with fewer 
words, more clearly defined clauses, 
automatic premium loan privilege, own- 
ership clause and common disaster 
clause. Ward Nipper, actuary, explained 
the Guertin laws, C. S. O. mortality 
table and change in reserve basis. James 
Maurer, agency secretary, explained the 
new rules in the agents manual and 
instructions to agents. 

The new sales material was presented 
by members of the agency department, 
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including Roald Rolfson, manager of 
supervision, and Charles Kiefer, assist- 
ant in the department. 

In New York, Al Niel, manager ot 
supervision Eastern department, con- 
ducted the meetings with the assistance 
of William E. Grof, manager Eastern 
department. At Boston the meetings 
were conducted by Jack Hawkins, Bos- 
ton manager. 

Those in attendance from the home 
office at the eastern meetings were 
Ward Nipper, Stacy Merchant, James 
Maurer and Charles Kiefer. 





Mass. Mutual’s New 
Rates and Rules 
Are Explained 


Massachusetts’ Mutual is changing to 
the 1941 C. S. O. 2%% basis from the 
present 3% interest assumption for re- 
serve purposes effective Oct. 16. De- 
tails were announced this week. 

The change of course affects only 
new issue. 

The company’s announcement to field 
representatives states: 

“Using 212% interest for policy com- 
putations tends generally to increase 
premium rates although at the younger 
ages the increase is offset to some de- 
gree by the lower death rates in the 
CSO table. On plans having a small 
or moderate investment element, such as 
term and ordinary life, premiums will 
not be increased to any considerable 
extent. In fact, in some cases, espe- 
cially at the youngest ‘ages, premiums 
will actually be lower than at present. 
On the other hand, policies having a 
proportionately large investment ele- 
ment will show varying and in some in- 
stances substantial increases in premium 
rates. 

“Cash and non-forfeiture values un- 
der policies of the new series will, how- 
ever, generally be more favorable than 
those granted under our present series. 


Formulates Its Policy 


“The Massachusetts Mutual, in ac- 
cordance with its tradition, will con- 
tinue to furnish protection at the mini- 
mum cost compatible with safety. The 
cost of insurance as always will de- 
pend upon actual experience, regardless 
of any assumptions as to future inter- 
est earnings, rates of mortality or ex- 
penses of administration.” 

The important changes in general 
provisions of the new policies were sum- 
marized as: 

(1) Non-deduction of premium on 
death—Premiums falling due during the 
balance of the policy year current at the 
time of the death of the insured will not 
be deducted from the proceeds of the 
policy. 

(2) Charges for semi-annual, quarter- 
ly and monthly premiums—Semi- annual 
and monthly premiums will continue to 
be computed by adding 2% and 6% to 
the annual premium and dividing by 2 
and 12, respectively. Quarterly premi- 
ums, however, on the new basis will 
be determined b-- adding 4% and divid- 
ing by 4. 

(3) Dividends—A post-mortem divi- 
dend will be such share of surplus as 
may be determined by the directors in- 
stead of a full year’s dividend as at 
present. The guaranteed rate of inter- 
est on dividend accumulations will be 
2% per year. New policies will no 
longer provide that dividends shall be 
automatically applied to reduce any pre- 
mium loan outstanding. 

The policy itself rather than the 
application will contain the provision 
that if dividends are applied in reduc- 
tion of premiums and a premium remains 
unpaid at the end of the grace period 
any dividend currently payable will be 
used to pay as large a premium as pos- 
sible, any balance of the dividend to 
be paid in cash. 

(4) Deferment—In accordance with 
legal requirements. the company will re- 
serve the right to defer the payment of 
loans and withdrawal values for a period 
of six months. Interest will be allowed 








on any withdrawal value if this right js 
exercised. 

(5) Reinstatement—Due to insurance 
department requirement, reinstatement 
will be allowed only within five year 
from the date of default. 

(6) Loans—Loans will be available 
on the security of the policy at any time 
after the first policy year. There wil 
be no change iin the rate of interes 
charged on loans. Provision for the 
election of the automatic premium loay 
provision is being made in the applica. 
tions to be used in connection with the 
new series of forms. 

(7) Non-forfeiture provisions—Cash 
and non-forfeiture values will be equal 
to the C.S.O. 2%% net level premium 
reserve less a diminishing deduction. Oy 
permanent level premium plans the de. 
duction will be $27 during the _ first 
year, decreasing uniformly from the end 
of the first year to the end of the 10th 
year or to the end of the premium-pay. 
ing period, if earlier. No deduction will 
be made on such plans after the 10th 
policy year or after the completion of a 
shorter premiiim-paying period. 

On term plans and in the case of the 
term element of family maintenance and has be 
extra protection policies a different scale of Vy 
of deductoins will be made throughout py the 
the period of term insurance. ness. 
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Revises Non-forfeiture Provisions 


The wording of the non-forfeiture pro- 
visions has been considerably revised, 
In the new forms the right to a cash 
surrender value is not conditioned on 
default in the payment of a premium, 
but the cash value is available at any 
time after it is established. 

The election of the non-forfeiture op- 
tion will not be contained in the appli- 
cations for the new series of forms. In 
the event of lapse extended term insur: 
ance will become automatically effective 
unless election of the paid-up option is 
made out later than 62 days after the 
due date of the premium in default. 

Values will be shown in the table on 
the non-forfeiture page for the first 2) 
years and for the policy anniversaries 
nearest the 60th and 65th birthdays of 
the insured. 
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(8) Cost of original date changes— 
The cost to change will be computed on 
the basis of the difference in reserves 
plus 5% of such difference. During the 
first three policy years, however, the 
cost may not be less than the differ. 
ence in premium less dividends, accumt 
lated at 5%. 

(9) Optional Methods of Settlement— 
Options A, B and D will provide fora 
minimum rate of interest at 2% pe 
year. Options C, E and F will continue 
to be based on 21%4% interest but the 
amount of income will be reduced to re 
flect the improvement experienced in 
the vitality of annuitants. The reduc 
tions are equivalent to rating the agé 
back for one year. For example, tht 
new option C figures at age 65 will beand the 
equal to those formerly allowed at agi At P 
64. was as: 

Provision is made for reducing thegjance m 
frequency of payment if installments off $100 pe 
interest payments fall below $10. Thefee wil 
minimum amount which may be placed be held 
under an option will remain at $1,000. §in the ] 


Another Clause Is Modified will be 


women 

The provision heretofore contained it Stumes 
the optional methods of settlement to will fur 
the effect that if a beneficiary elects 
payment under an optional method 0 
settlement the share of such beneficiary 
shall be made payable to such beneficr 
ary or to the executors or administra 
tors of such beneficiary will be elim 
nated from the new policies. Accoré 
ingly, a beneficiary electing paymeti 
of proceeds under a settlement dptio# 
may, under certain conditions, name 4 
contingent beneficiary. Regulations go¥ 
erning such nomination of a contingefl 
beneficiary will be covered in a separa 
bulletin. 

‘In the new series the cash surrendef 
value, if it is not less than $1,000, maj 
be applied under the optional method 
of settlement after the policy has beel 
in force five years. 
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‘e wi 

nterest SAN ANTONIO — Paul Creamer, 
or thei Southwestern Life, introduced Arthur 
n loan Coburn, vice-president of Southwestern 
pplica-™ Life, who spoke to San Antonio Assn. 





ith the 


—Cash 
equal 


of Life Underwriters on the CSO mor- 
tality table. ’ 

Mr. Coburn said the new table is 
typical of the experience of the better 











emium™ managed companies over the period of 
on. Onl 1920-1940, based on the experience of 
he deff 1g companies. This table, he stated, is 
> first the result of advance in the medical 
he endif profession and the better health of the 
€ 10th people. He then took a hypothetical 





n-pay- 


company which insures a man 35 years 
on will 


of age on an ordinary policy. 








e 10th This rate would indicate a saving of 
n of a $1.95 per thousand over the old mor- 






tality rate. This lowering of the pre- 
mium rate for the insured, he explained, 
has been offset in a measure by the loss 
of 4 of 1% on investment income and 
by the increase in cost of doing busi- 
ness. Consequently, this hypothetical 
company would have to increase its 
premium rate $1.37 to cover the loss 
-e prom of income from investment and 80 cents 
vised for the increased cost of doing business. 
1 cash This would increase the rate per thou- 
ed ongsand by $2.17. Deducting the saving 
miumfg of $1.95 that results from the adoption 
1t any of the new rate, this leaves the insured 

“B with an increased cost of 22 cents per 
re op-™ thousand. 
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is. Inf Peoria Congress Headliners 
rectivgj Nov. 22 Are Announced 


Headliners for the annual sales con- 
gress of the Peoria Assn. of Life Un- 
derwriters Nov. 22 have been an- 
nounced. Scheduled to speak are Jul B. 
Baumann, president of N.A.L.U.; Har- 
old J. Cummings, president Minnesota 
Mutual Life, and Roe Walker of North- 
western Mutual at Bloomington, III. 

There also will be a panel of four 
Illinois agents, two ordinary and two 
industrial. 

Thursday preceding there will be a 
local, state and National association of- 
ficers conference and Friday a meeting 
of the Illinois Round Table of leading 
producers, a management session and 
a fellowship dinner. 
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nent §Chicago Women’s Course 


% pem Chicago women life underwriters, un- 
ntinue der the auspices of the Chicago Assn. 
ut theof Life Underwriters, will conduct an 
to re™insurance school on planned estates next 
ed im™month, with Hal L. Nutt, production 
reduc# manager of the John O. Todd agency of 
e agtm Northwestern Mutual, as instructor. The 
e, thedates will be Oct. 6, 8, 10, 13, 15 and 17 
vill beand the hours 1:30 to 4:30 p. m. 
at agé™ At Purdue University where Mr. Nutt 
was associate director of the life insur- 
g the@ance marketing course, tuition was over 
nts of$100 per person, but the Chicago school 
Thefee will be $10 a person. Classes will 
place be held in the Chicago Board auditorium 
000. #in the Insurance Exchange. Enrollment 
will be limited to 50. Men as well as 
women may attend. Elaine K. Frank, 
Stumes & Loeb agency, Penn Mutual, 
will furnish information. 
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Set Texas Conferences 


_A district sales seminar will be held 
in Austin, Tex., Oct. 3 for members of 
the Austin, Waco and Bryan associa- 
tions. 

A conference for association officers 
















ymenie 1 
Sp tion will be held Oct. 23, with James E. 
‘me Rutherford, N.A.L.U. executive vice- 





; gor President, in charge. 


ingen : 

sarataendiana Conference Oct. 10 
A statewide conference will be held at 
vende Indianapolis Oct. 10, when Jul B. 
, maj Baumann, new N.A.L.U. president, will 
thodslt speak, 
- bees 
















Jackson, Mich.—H. L. Harvey, Kala- 
Mazoo, district agent of Equitable Life 


of Iowa, a former state association 
president, talked on “Programming and 
Business Insurance.” 

Manhattan, Kan.—Alpha H. Kenna, ex- 
ecutive manager and educational direc- 
tor of the Kansas Assn. of Insurance 
Agents, spoke Sept. 13. 

Salina, Kan.—Three members who 
had attended the insurance short course 
at Kansas University during the sum- 
mer reported on the_ sessions. Mrs. 
Minna Hensley, who represented the 
Salina association at the N. A. L. U. 
meeting, will report at the October 
meeting. 

Richmond, WVa.—Introduction of new 
officers and an outline of plans for the 
next fiscal year featured the first fall 
meeting. 

Pittsburgh—R. S. Koehler, Jr., general 
agent for National Life, is addressing 
a late afternoon meeting at Beaver 
Falls, Sept. 22 on “Center or Fringe.”’ 

Jackson L. Obley of Penn Mutual will 
address a noon meeting at New Castle, 
Sept. 25 on “Prospecting Profitably.” 

Scottsbluff, Neb.—The Nebraska Pan- 
handle association held its first regular 
luncheon meeting. Jack Wheat, Jr., 
Gering, was installed as president; Ivan 
F. Childs, vice-president; Eugene H. 
Early, secretary. 

Southeast Kansas—Plans have been 
completed for the Southeast Kansas 
sales congress at Independence. Oct. 9 
there will be an evening session for 
general agents and managers. Registra- 
tion 5 p. m., banquet 7 p. m. The speak- 
er will be Charles E. Gaines of the in- 
surance marketing course faculty at Sou- 
thern Methodist University. On Oct. 10 
there will be a sales congress with 
registration at 8:30 a. m. The meeting 
will be called to order at 10 a. m. Morn- 
ing speaker will be C. E. Fritsche, edu- 
cational director General American Life, 
and the afternoon speaker will be Mr. 
Gaines. There will be other speakers, 
such as state officers, plus musical en- 
tertainment at dinner. 

Austin, Tex.—Robert Mueller, Austin 
attorney and public accountant, special- 
izing in federal taxation, spoke on “Es- 
tate Planning and Life Insurance.” He 
said anyone with an estate of $100,000 or 
more should plan his estate as related to 
life insurance. He outlined various ways 
of reducing estate taxes. 

Utica, N. ¥.—A report of the Boston 
convention will be given at a dinner 
meeting Sept. 25. 























Rex W. Laws of the DeVries agency 
of Occidental Life of California is con- 
valescing after a recent operation. He 
celebrates his 40th anniversary with 
Occidental this month. 


Lou Noll has been elected president 
and vice-president and named “honor 
agent” of the Leader’s Club in the New- 
ark agency of Penn Mutual Life. 
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Distinguished caiman a Dead 


(CONTINUED FROM PAGE 11) 





was always a favorite with the latter. 
He had Mr. Cunningham keep his sav- 
ings in the vault for him carefully identi- 
fied. Because of this relationship Adam 
perhaps felt a little closer to Mr. Cun- 
ningham than to most of the others. He 
said at one time that he admired four 
great men especially with whom he 
would come in contact, and that he had 
come in personal contact with three of 
them. “They were,” he said, “Abraham 
Lincoln, General Dawes, Rufus Dawes 
and God.” 


Great Patriot 


Adam was truly a great patriot. He 
nad a wonderful admiration for America. 
He often said that America had given 
him his opportunity. It had done much 
for him. When the second war was de- 
clared, he said that he was too old to 
fight but that the main thing he could 
do for his country was to buy bonds. 
He would purchase these and have Mr. 
Cunningham put them away in a special 
corner in the vault for him. Adam often 
said that he had been able to arrive at 
his position largely because of the op- 
portunities that were given him by living 
in a country like America. 


Adam was a daily reader of the Bible. 
He was a devout churchman. Yet he 
was never mussy with his religion. He 


never sought to proselyte. He did not 
expose his religion by talking about it. 
In fact, I always thought that Adam 
manifested his religion far more by what 
he did than by what he said. He was a 
Christian and proud of it, but he had 
admiration for all others who believed 
differently than he. 

Frequently I met Adam in the Insur- 
ance Exchange building in the morning 





WANTED 
GENERAL AGENTS 
OR 
COUNTY MANAGERS 
IN ILLINOIS 


As Illinois State Agents of the 
St. Louis Mutual Life Insur- 
ance Company, we offer a 
real opportunity immediately 
to capable, trained life men 
who want to become general 
agents or county managers 
in Illinois territory north of the 
southern thirty-four counties. 
In the Southern | thirty-four 
counties such franchises will 
not be immediately available 
as we feel duty bound to ac- 
cept business direct from all 
of our over 300 producers in 
that area, if they wish it, as 
they, after all, helped build 
this agency. 


To thoroughly qualified com- 
petent men we will give the 
financial assistance neces- 
sary, if any is needed. In- 
quiries for local agencies 
are being received daily at 
our office, so if you are inter- 
ested, we suggest that you 
act promptly. 


Write W. A. Schickedanz, 
President and General Man- 
ager, W. A. Schickedanz 
Agency, Inc., Illinois State 
Agents, 10a West Washington 
Street. Belleville, Illinois. 














as I was going to our office. He evi- 
dently came in from Van Buren street. 
He would always put out his hand to 
shake hands. Adam did this purely as a 
friendly gesture. I was just as pleased 
to shake hands with Adam as anyone 
with whom I am acquainted. He was 
always sincere, cordial and kindly. 

I saw Adam three or four days before 
he died. I went to Marsh & McLen- 
nan’s office trying to see Ward Seabury. 
The way Adam treated me is an ex- 
ample of his handling a caller. I asked 
him if Mr. Seabury were in and he said 
he was. I told him that I would like to 
see him if he was not too busy or was 
not in conference. Adam said, “Colonel 
Cartwright, Mr. Seabury will see you 
unless he is all tied up to the ceiling. I 
know he wants to talk to you. I will 
see how he is fixed.” Then he went to 
the secretary and I was ushered in. As 
we walked along Adam said, “If Mr. 
Seabury had been too busy to see you, 
he would have felt badly about it be- 
cause he wants to talk to you.” When I 
left the office I thanked Adam for his 
courtesy and he said, “I hope you will 
come to see us more often because Mr. 
Seabury will be glad to talk to you at 
any time he can.’ 

Sometimes by sudden impulse we 
spontaneously and suddenly say the 
right thing at the right time and in an 
appropriate way, but if we were in re- 
verse, we would say the wrong thing at 
the wrong time. Adam always shook 
hands when I left and told me to come 
to the office more often. 


Superior Men 


As I was leaving I turned to him and 
said, “Adam, I have been acquainted 
with the executives of your organization 
for many years. Some of them I have 
known since they started insurance 
work. I can say that they are all su- 
perior men, They have done a magni- 
ficent job. They have maintained high 
standards. They carry on the spirit and 
wishes of Mr. McLennan. It is men like 
these who dignify insurance and make it 
a great business because they are great 
men themselves. Also Adam, I want to 
say that the organization of which you 
are a part and occupy a very responsible 
and useful position yourself, is a won- 
derful body. They are proud of the firm 
and want to maintain the highest stand- 
ards that have been set.” 

Then Adam replied, “I am_ glad 
Colonel Cartwright that you said that to 
me. It makes me proud and happy. I 
hope you will come and see us more 
often”. 

I could not but wish that we had sev- 
eral thousand “Adams” in this country. 

Adam told me that he knew that he 
had many friends in his organization 
who were genuine. He said that he de- 
sired to have the respect of all of the 
Marsh & McLennan folks. 

And may I say in parting that among 
the delightful and sweet memories I will 
cherish during fifty years of insurance 
news gathering, I will place on the list 
those contacts I made with Adam at the 
door of Marsh & McLennan office. I 
will always recall him as a noble gentle- 
man with a very kindly heart. 

It will thus be seen Adam possessed 
to a high degree a gentle hearted flat- 
tery. He was wise enough not to be 
effusive, but he did use this factor intel- 


ligently with a refined note. It was 
characteristic of his nature to win 
friends by this method. 

Following Adam’s death Gen. Dawes 


spent an evening with Mrs. Beckley at 
her home and also attended the funeral. 

Adams was born of slave parents dur- 
ing the civil war, Dec. 15, 1863, on the 
Silver Creek Plantation, Yazoo City, 
Miss. He spent his youth in the delta 
country working in the fields. When 
17 years old, he established a local rec- 
ord by picking 463 pounds of cotton in 
a single day. He did not learn to read 
and write until 19 years of age. As 


years went on, he became quite adept at 
writing and developed a clear style of 
expression. He particularly liked to 
write poetry, some of which unques- 
tionably had merit. 

At the age of 23, he left the planta- 
tion. Among his early experiences was 
hitching two mules to a wagon and 
driving Jefferson Davis from his home 
“Beauvoir” to Gulf View Hotel in Mis- 
sissippi City. Many times during 1888, 
Adam took Davis to and fro on his 
weekly Saturday evening visits to town. 
Then there was a short sojourn in St. 
Louis where, as a waiter at the Laclede 
Hotel, he met such interesting charac- 
ters as Frank James, the so-called 
brains of the Jesse James gang. Adam 
kept, among his many souvenirs, a sil- 
ver dollar given to him by Frank James 
in 1889. 

In 1890, Adam Beckley went to Chicago 
where at such hotels as the old Palmer 
House, Great Northern and Grand Pa- 
cific, he waited on many notables in- 
cluding William McKinley. Because of 
his gracious and obliging manner, he 
made many friends in the dining rooms. 
It was in this period that his interest 
in politics first manifested itself. In 
1896 he was a sergeant at arms at the 
St. Louis Republican convention where 
McKinley was nominated. He held a 
similar office at the Philadelphia con- 
vention in 1900. In 1904 he was on 
hand at Chicago when Roosevelt was 
renominated. Forty years passed, and 
in 1944, he served again as sergeant at 
arms during the Republican convention 
at Chicago. 


Dr. Nyboer to Dartmouth 

Dr. Jan Nyboer, assistant medical 
director of Connecticut Mutual, has been 
appointed assistant professor of pharma- 
cology at Dartmouth medical school. 
Dr. Nyboer has been with Connecticut 
Mutual since 1941 and during the war 
was on the staff of the Yale medical 
school. He is a graduate of University 
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of Michigan medical school, where }j 
later taught, and has_ been on th 
faculty of Columbia University medic, 
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school and New York Post-Graduatj 
Hospital and medical school. Ont 
Belknap to Speak to 
R. H. Belkamp, director of agencigl . !” 
of Occidental: Life of California, yy Cama 
speak on “The Uninsured” at the Sep health 
23 luncheon meeting of the Minneapolj gathe: 
Life Underwriters Assn. in the Cuptg™ 255°C! 
hotel. tional 
pees derwr 
Win Manhattan Trophies . sw 
Winners of the Manhattan Lif Canad 
president’s trophies for agency sales ad shown 
complishment in the three-month Jup Spe: 
July and August contest are J, ident, 
Ranni, New York City; J. A. Campbell tive s 
New York City, and A. K. Long, Mounfil tion; 
Vernon, N. Y. health 
% a ees trar ¢ 
Union Mutual Runs School § peput 
The first of a series of two-week sale Oe hai 
training schools for new, qualified rey C - 
resentatives of the Union Mutual Lif see 
was held at the home office under tha PTS 
ee: : iid . agent 
supervision of J. R. Carnochan, directoj deat, 
of training. Charle 
° Health 
Frank Erie Manager cited 
Charles F. Frank has been named digg meetin 
trict manager at Erie for the Wood R. Co: 
agency of Equitable Society, Pittsburgh 
He is a graduate of Grove City Colleg I ter: 
During the war he was a naval lieuten nter 
ant, and since April, 1946, he hag Inter 
been with Equitable Society at Pitts@ “Castin 
burgh. 
New England's Course Opens Laure 
The 16th training seminar in Newe WAS 
England Mutual’s post-war educational preside: 
program will open Sept. 22 at the home§ sided a 
office. A class of 25 new agents, repre busines. 
senting 18 of the company’s 71 generdftation | 
agencies, has qualified to participate imfmuch i 


the 10-day course. grams 
stabilize 
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Clarence J. Daly, Pres. 








START THE LOG Rolling 


Ask today about our 
Q “VY. & Compensation Plan 28 


Performance bonus . 
lars MONTHLY for business that stays & 
. . . to Field Underwriters who stay. 


builds substantial renewal income twice 
as fast during the early renewal years. 


3 Carries Life Time Service Fee. 


THE CAPITOL LIFE 


HOME OFFICE—DENVER, COLORADO 
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ize: tember, the annual birthday campaign 
Ont. A. & H. Men Organize; in honor of President W. G. Alpaugh. 
to Affiliate with National 


Early results indicate that the indus- 
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i : ae 7 : trial department is on the way to a 
gencie In the first meeting of its kind in ;ecord month, and scattered returns 
Canada, more than 100 accident and jrom the larger monthly and commercial 


ia, wi 





health men in the province of Ontario 





agencies show an increase over last Sep- 







con gathered at Toronto to organize an tember. _ To date Inter-Ocean shows a 
Cura association to be affiliated with the Na- substantial increase in premium income 
B® tional Assn. of Accident & Health Un- jor the year. 

derw riters. Great enthusiasm beg coop- eet Se 

srative effort in meeting the many s 
do common problems of the industry in Educators Changes Title 
1 Li Canada and the United States was The name of Educators—A Mutual 
ales ac shown. Accident & Health Assn. has _ been 
h Jun Speakers included G. H. Knight, pres- changed to Educators Mutual Insurance 
J. GB ident, and O. J. Breidenbaugh, execu- Co. | lhe company has been admitted to 
mpbellf tive secretary of the National Associa- Florida and will soon commence busi- 
Moun tion; Russell T. Kelley, minister of ness there. 

health of Ontario; Fred Spencer, regis- POET IES 

trar of the Ontario department, and Gregory K. Cc. Speaker 
100! Deputy Superintendent Armstrong of isk ops: ; 

Ontario. E. F. Gregory, Business Men’s As- 
‘k saley Charles E. Rea, president of Com- surance, Denver, first vice-president of 
ed Te@ unity Associates, Toronto, was named the National Assn. of Accident & Health 
al Lit president; O. B. MacMillan, general Underwriters, was the speaker at the 
der th agent Mutual Benefit Health & Acci- first fall meeting of the Kansas City 
lirecta dent, Hamilton, Ont., 1st vice-president; association Friday. 













Charles Gauvreau, general agent Canada 
Health & Accident, Toronto, who 
served as temporary chairman of the 
meeting, 2nd vice-president, and Allen 
R. Cosburn of Community Associates, 


A. & H. Association Moves 


Due to the concentration of additional 
work in the office of Executive Secre- 


ied dis 
Woods 





sburg — tary O. i Breidenbaugh, headquarters 

“ollege of the National Assn. of A. & H. Un- 

feud Inter-Ocean Honors Alpaugh derwriters has been moved to larger 

1e hall §=Inter-Ocean agents in 23 states are quarters at 220 Chamber of Commerce 
Pitts “Casting for Apps for Alpaugh” in Sep- building, Indianapolis. 


Walker Heads Committee 


S Laurence Lee Presides 

1 New WASHINGTON—Laurence T. Lee, Ralph Walker of Aetna Life has been 
‘ation president of Peninsular Life, who pre- elected chairman of the conference com- 
» hom sided at a U. S. Chamber of Commerce mittee on health insurance, composed 
repre husinessmen’s panel on urban transpor- Of representatives of 10 insurance or- 
zener tation problems, said life companies are ganizations. He succeeds W. A. Milli- 
pate if much interested in city planning pro- "an who has resigned as 2d vice-presi- 

grams because of their effect upon dent of Equitable Society. 


stabilization of values of real estate in 
which they hav e large investments. Only 
the companies and banks have money to 
carry out rebuilding of blighted areas, 
he indicated. 

Mr. Lee took the view that building 
of expressways and new highways to 
clear up trafhe conditions will tend to 
clear blighted areas and prevent creation 
lof others. It will also reduce traffic ac- 
cidents and resulting death and disability 


MANAGERS 


Start Course at St. Paul 


A class in life insurance sponsored by 
St. Paul Managers & General Agents 
Assn, and the St. Paul vocational eve- 
ning school has started a 72-hour course. 





laims. Company investments in down- It is limited to persons employed in 
own real estate, which are now threat- life insurance work. 

ened by people trying to get away from eS 

wercrowded areas, would be protected. Stuart Smith at Columbus 

aoe Stuart F. Smith, vice-president of 

New Pacific Mutual Rates Connecticut General Life, will ad- 
Pacific Mutual has reduced its non- dress the Life Managers & General 
articipating 5 and 10 Year Term rates. Agents Assn. of Columbus, O., Sept. 26 
[his is part of the general revision of on “Simple Fundamentals of Manage- 


forms, rates ment at Work.” 


in progress. 


Pacific Mutuals’ 

and values which 

Annual premiums are: 
5 Year Term 


policy 
is now 


Reports on Boston Meeting 


10 Vear Term 





Without With Without With The Seattle Life Managers Assn. at a 
og Ww ety = Ww oe Wi ying luncheon Monday heard a talk by 
- . . . -o ILI y . 
~ Siblateae s ~ 688 635 499 Walter Hoefflin, Pacific Mutual, on the 
ae 6.29 6.96 6.40 7.07 Boston convention of N.A.L.U. 

Ba sors: 6.34 7.04 6.45 1.25 Bh pale 

BARS 5 se 6.39 7.12 6.5 4:3 e 

25... 644 7.20 658 734 Hazard Before Supervisors 

4 veees : oS at et or Paul A. Hazard of the Fowler agency 

ee Deede 49 od 4.4 M4 T o “he +} 

Pes. 6.66 7.56 6.96 7.86 New England Mutual, Chicago, will 

is. 6.74 7.68 7.10 8.04 address the Group Supervisors division 

31 bei 6.85 7.83 7.27 8.25 ata meeting Sept. 29. 

4 tess ei eo 7.48 8.54 

CUFF ee 7.13 8.2 7.70 8.78 

BM $5 6 6s 7. 8.45 7.98 9.12 > 

Bee i} g43 = gy~—s gas,» Gore San Antonio Speaker 

: eae Oe. . pe Bg _W. O. Gore, educational director of 

Sain; .. $88 9.80 9.50 10.92 Texas Prudential, spoke to the San 

~ ae 8.76 10.27 10.01 11.52 Antonio Life Managers Club on the 

7¢ ae ss y rd > ° ” 

ett: var che hae te Why of Education.” He declared that 

iis 10.18 12.00 11.93 13.75. the public now demands skill and knowl- 

Mr. 2d, 10.79 12.74 12.74 14.69 edge on the part of the agent and that 

: i ; ryt : By 

A tees wat tip oars et this can only come from training. In 
“y i... tane 15.45 15.62 is.03 this training of men so that they may 

BEY cil: 13.96 16.54 16.80 19.88 have the skill demanded of them, he 
— 48 7.76 20.86 

iS... 14.98 cote er seas would always have the personal produ- 

50 1.11 117'365 20.57 21101 94.93 cer work without suggestion or assist- 

51 anes 18.71 22.18 22.66 26.13 ance from another where the producer 
ies a hg he see5 aes can handle the situation himself. 

541111 193'57 27°96 38°51 33°90 Mr. Gore, a combat pilot during the 

aE 25.44 30.20 30.82 35.59 war, drew a parallel between the fac- 
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tors which made the American fighting at LaFayette, Ind., and Terre Haute, 
man successful and those which make and as maanger at Shelbyville, Ind., 
the successful life insurance man, includ- and Elkhart, where he has been for four 
ing adequate training given quickly, a years. 


Mr. Scoglund was a clerk and sales- 
man for Wilson Packing Co. before 
joining Metropolitan. He began with 
Metropolitan in 1924 as an agent in Chi- 
cago. Later he was assistant manager 
in there and in another Chicago office. 
He was appointed manager at Bloom- 


determination on the part of the men to 
succeed, and a willingness to give all to 
succeed, 


Milwaukee Cashiers Resume 
S. Weeks, 


Joseph Equitable Society, 


president Life Insurance Cashiers Assn. ington, IIl., the following year, and later 
of Milwaukee, was chairman of the ini- served as manager of Ottawa, Il, Har- 
tial fall dinner meeting. It was decided rison, Ind. 

to hold a series of dinner meetings every Mr. Boesenberg began his Metropoli- 


21. tan career in 1915 as an agent in Oak 
Park, Ill, and in 1927 he became assist- 


ant manager there. Five years later he 


six weeks beginning with Oct. 





R. L. Bloecker Resigns as was promoted to manager at Terre 
Haute. He was transferred in 1937 in 

Mutual Trust Manager the same capacity to Newport, Ky. He 

Robert L. Bloecker, manager of the has been in Cincinnati since 1941. 

home office agency of Mutual Trust 

Life, has resigned to become an agent EMRE 

of the Jamison & Phelps agency of 

Northwestern Mutual Life in Chicago. RECORDS 

\fter taking evening courses at North- 

western university, Mr. Bloecker was eee : 2 

employ ed by Continental Illinois Bank, August une tne ee ne 

Chicago, in 1925. In 1934 he went to to a new record high of $101,365,000 for 

Blyth & Co., leaving in 1938 to go with the year to date. This figure represents 


John Hancock Mutual Life in Chicago. ‘i* times the volume produced during the 


“s ne Same period five years ago. R. A. Har- 
In 1944 he went with Mutual Trust as a rison, general agent at Sacramento, who 
supervisor and six months later became produced $1 million of business during 


his first four months with the company, 


manager of the home office agency. pape gs Be 
« € ~] 


organization with over 
$215,000 in new sales during August. 


NATIONAL LIFE OF VERMONT— 
Sales in August were the largest for 
any such month in history, the total be- 


Metropolitan Shifts Three 


j ing $8,828,956, which is .95% ahead of 
Ohio and Ind. Managers August of last year. New sales for the 
whee ae of. ties ” ie first eight months showed a gain of 
_ Metropolitan Life has transferred 4930 over the same period of 1946. 
three of its managers. H. H. Ellis goes The gain in insurance in force for the 
from Elkhart, Ind., to Dayton, O., suc- Year as of Aug. 31 was $889,137,143. 
ceeding F. F. Ruhl. W. A. Scoglund CONNECTICUT MUTUAL—For the 
of Gary. Ind., takes over Mr. Ellis’s Year to date aE Se 66 total paid busi- 
eidaak- i Ve gts é . es ness is on business insurance or on em- 
post and is succeeded by H. G. Boesen- ploye insurance plans, the volume being 
berg, Cincinnati. about equally divided between the two. 
Mr. Ellis began his Metropolitan ca- The average — pores ene in- 
edits ‘a surance is nearly 7, and 84% is 
eters 85 55 -Sere in Vincennes, Ind., issued on forms other than term insur- 
1923. He served as assistant opie ance. 
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Treasury to Quiet 
Furor Over Ruling 
on Partnerships 


The internal revenue bureau will 
shortly issue a ruling clarifying the June 
18 ruling of D. V. Bliss, deputy com- 
missioner cov ering estate taxation where 
partners buy insurance on each others’ 
lives. The June 18 ruling was inter- 
preted more broadly than the revenue 
bureau intended and this interpretation 
gave rise to widespread concern among 
agents operating in this field, though 
many predicted that the ruling would 
not stand up in court. 

The ruling was interpreted to mean 
that when partners buy insurance on 
each others’ lives, the proceeds will be 
taxed in the estate of the insured be- 
cause it was he who paid the premiums 
indirectly. 

The ruling is based upon indirect 
premium payment and purchase by reci- 
procal action, neither of which principles 
apply in this case. Premiums are paid 
indirectly when a person acts as an 
agent of the insured. This is not the 
case when partners insure each other. 
The insurance is used as a sinking fund 
to enable each partner to carry out his 
obligations under the partnership pur- 
chase-and-sale agreement. It is not a 
tax evasion device. It tends to increase 
the estate tax rather than decrease it 
by maintaining the value of the part- 
nership interest and is always reflected 
in the rota estate because it is 
substituted for an equivalent part of that 
interest. 


Applied Lehman Doctrine 


The Lehman doctrine, which does not 
apply in this case, is the only basis 
which could sustain the theory of in- 
direct premium payments. The Lehman 
doctrine was established to prevent col- 


lusion to avoid tax payments. In the 
Lehman case two brothers. created 
reciprocal trusts. Each brother was 


the beneficiary of the trust created by 
the other which in effect meant that each 
had created a trust and reserved the in- 
come for life. The code, however, in- 
cludes in the grantor’s gross estate the 
body of a trust on which he has re- 
served income. The Lehman doctrine 
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holds that each brother would be 
treated as though he had actually cre- 
ated the trust of which he was the in- 
come beneficiary. The form of the 
transaction was ignored in favor of its 
substance which actually was the pur- 
chase by each brother of the trust cre- 
ated by the other. 

Partnership Insurance Different 

Partnership insurance does not fall 
under the meaning of the Lehman doc- 
trine because its purpose is not to set 
up a corporation to complete a fraudu- 
lent transaction such as avoiding the 
payment of taxes. Under the Lehman 
doctrine the government can pierce the 
corporate veil that has been set up for 
the sole purpose of avoiding payment 
of taxes, with no economic basis for the 
establishment of the corporation. 

The tax specialists believe that part- 
nership insurance does not present a 
comparable situation. In it there is no 
attempt to use indirect means to 
achieve an improper purpose. Each 
partner is accumulating his own funds 
in order to meet his contractual obli- 
gations. 

Unjust to Smaller Partner 

Under the application of the Leh- 
man doctrine taxability is governed by 
reciprocity. If it were applied to part- 
nership insurance, an enormous in- 
justice would be worked on those hold- 
ing a smaller partnership interest. This 
would happen because insurance on the 
life of the deceased partner would be 
included in his estate only to the ex- 
tent of the insurance purchased by him 
on the life of the surviving partner. 
This would be particularly unjust on a 
60/40 or 70/30 partnership basis. 


Harmony Prevails in 


Ranks of N.A.L.U. 


(CONTINUED FROM PAGE 1) 
Clancy D. Connell, general agent Provi- 
dent Mutual, New York City, and im- 
mediate past president of the N.A.L.U., 
presiding. 

Present Russell Awards 

John Henry Russell of Los Angeles, 
presented the John Newton Russell me- 
morial awards for the years of 1942-47 
in honor of his father, who was a gen- 
eral agent of Pacific Mutual in Los An- 
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geles and a former president of the 
N.A.L.U. The recipients are: Dr. S. S. 
Huebner, University of Pennsylvania; 
J. S. Myrick, 2nd vice-president Mutual 
Life; J. Stanley Edwards, general agent 
Aetna Life, Denver, former president of 
N.A.L.U. and one of its distinguished 
elder statesmen; Paul F. Clark, presi- 
dent of John Hancock Mutual; M. Al- 
bert Linton, president Provident Mutual 
Life; and Mr. Johnson. 

The principal speaker was Mr. Clark, 
who talked on the challenge of the buy- 
er’s market. He said that while it is easy 
to be impressed by the life insurance 
sales record of the last six years as 
channeling into savings the surplus dol- 
lars withheld by shortages of consumer 
goods, actually in terms of purchasing 
power the 1946 insurance in force is less 
than 1940’s. He pointed out that while 
the actual purchasing power of the in- 
surance in force depends on conditions 
when claims are paid, if a policyholder 
needed $10,000 of insurance in 1940 he 
needs $15,460 on the basis of 1946 prices, 
or 54.6% more insurance. 

Mr. Clark said the arrival of the buy- 
er’s market should alarm no one who 
understands the basic motives which 
account for the purchase of life insur- 
ance. Life insurance dollars are not sur- 
plus dollars, but are sacrifice dollars, 
he pointed out. They must often be set 
aside at a real sacrifice to the buyer and 
with violence to his personal and selfish 
interests. He said he believed it was 
time for all to exercise sound leadership 
by getting back to the fundamental con- 
cept on which life insurance was founded 
and on which it will continue to grow 
and without which it cannot be 
tained. : 


A. & H. Executives 
Confer at Boston 


sus- 


(CONTINUED FROM PAGE 9) 
some points brought out. A. M. Wilson, 
Liberty Mutual, spoke on “State Med- 
ical Society Plans— Voluntary Insur- 
ance Participation,” and Jarvis Farley, 
Massachusetts Indemnity, on “Uniform 
Sickness and Accident Regulatory Leg- 
islation — Standard Provisions.” E. H 
O’Connor, Insurance Economics Soci- 
ety, discussed the Taft bill; C. W. 
Young, Monarch Life, public relations 
progress, and F. L. Harrington, Massa- 
chusetts Protective, the impact of the 
commissioners-all industry accident and 
health regulatory bill. Harold R. Gor- 
don, managing director, who presided, 
concluded the session with a review of 
conference activities. There were about 
30 in attendance. 


Canadian Superintendents 
Hold Annual Gathering 


(CONTINUED FROM PAGE 2) 
group life insurance. While it is third 
party insurance for the creditor it is for 
the benefit of the debtor and his estate 
because it clears off his debt at his 
death. Mr. Beattie said there might be 
a special definition for creditor group 
insurance. There was a report that a 
large cooperative in Saskatchewan is 
preparing to insure its members under 
a group policy. 

Mr. Hunter in his address took up the 
matter of hospitalization insurance. He 
said that hospital accommodations are 
now considerably short of the demand 
and many insured persons can’t get in 
the institutions. He suggested that the 
policies provide an alternative of cash 
indemnity where accommodation in a 
hospital is not available. 

A suggestion was made that annual 
statements of life companies be sub- 
mitted on an accrued rather than a cash 
basis. Final decision was deferred on 
this matter. 


Barclay Robinson of the law firm of 
Robinson, Robinson & Cole, Hartford, 
has been elected a director of Aetna 
Life, Aetna Casualty, and Automobile. 
He succeeds Edward M. Day, who died. 





Ford Pension Plan Loses Oy 


in Vote of Auto Workers 


Ford Motor Co. employees voted de. 
cisively against the proposed pension 
plan in the C. I. O. United Auto Work. 
ers election. They had a choice betwee 
a wage increase plus a pension plan 
a higher wage boost and no pension plan; 

The existing pension plan for clerica 
and other salaries workers was not in, 
volved. 


Richmond C.L.U. Elects 
Knox Trumbull President 


Knox Trumbull, Massachusetts My 
tual, is new president of the Richmond 
Va., C.L.U. chapter.. Joseph F. Inman} 
Life of V irginia, is vice-president; Lewy 





Held, Northwestern Mutual, secretary 
treasurer. The chapter voted to send, 
contribution to the Irvin Bending 
Memorial Fund for scholarships _ for 
sending medical students to Tempk 
University. Mr. Bendiner was a key 


figure in the C.L.U. movement. 





BRECHEEN has 
VARIETY! 


Fast ball, curve, sinker,;and screw ball, 
change of pace. The hero of the 1946 
World Series has winning variety. 
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Federal Tax 








ted asf Changes Pondered 
PENSIOp 

Work. 

et ween (CONTINUED FROM PAGE 1) 
ae tions for earlier transfers. The situa- 
clericaif! tion is the same as that of a donor who 
not iggy after giving away certain property, re- 


ceives it back from the donee. The en- 
tire property is once more taxable if 
the donor retransfers it, and the same 
consequence is extended to life insur- 
Once the insured has regained 












it ance. ( 

dominion over the policy so that he 
ts Mul may, for example, surrender the policy 
hmond or borrow upon it, it passes de novo as 
Inman his asset and any transfer tax paid on 
; Lewis earlier dispositions should not reduce 
cretaryl the amount of otherwise taxable pro- 


send 2 
endiner 

Ips — form 
Tempk 
a key 


ceeds.” 

The study report says further: 

“Some change is required in the treat- 
ment of life insurance because of the 
proposed integration of the gift and 
estate taxes. At present insurance upon 
the life of the decedent is included in 
his gross estate under section 811 (g) 
if he has paid the premiums, directly or 
indirectly, or if he has at death, whether 
alone or in conjunction with another 
person, One or more incidents of owner- 
ship. If taxability is predicated on the 
decedent’s premium payments but he 
has not paid all the premiums, the pro- 
ceeds are apportioned and the portion 
allocated to his expenditure of funds 
is included in his gross estate. The gift 
tax has its own set of rules. If the 
insured retains one or more incidents 
of ownership, there is no completed gift 
of the policy. Once all incidents of 
ownership are surrendered, a gift tax 
is payable upon the value of the policy 
at the date of such final surrender. Any 
subsequent premium payments by the 


“9 insured are subject to additional gift 
tax. The gift taxes thus paid are there- 
after credited against the estate tax. 

“The present provisions have been 

OF worked into the fabric of the proposed 

oo! integrated transfer tax. As a result no 


item entering into the proceeds matur- 
ing upon the insured’s death is taxed 
more than once if the insured has re- 
linquished all incidents of ownership 
during his lifetime and does not there- 
after regain any of such incidents. In 
accordance with the present gift tax 
law, no specific provision refers to the 
inter vivos transfer of insurance policies 
and the payment of insurance premiums. 
The generic provision of the proposed 
transfer tax dealing with lifetime gifts 
is adequate to the task of handling such 
dispositions of insurance or premium 
payments. Thus it is contemplated that 
if an insured irrevocably names a bene- 
ficiary or assigns his policy, while re- 
linquishing all incidents of ownership, a 
transfer tax will be due upon the value 
of the policy in question. Such value 
will be determined in accord- 
ance with Guggenheim vy. Rasquin, 312 
U. S. 254 (1941), and related decisions 
and regulations. If the insured pays 
any of the premiums thereafter, the 
amount of each premium will also be 
treated as a taxable transfer as under 
existing law. As long as the insured 
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retains one or more incidents of owner- 
ship over the policy, however, the pre- 
mium payments will not be considered 
taxable dispositions of property.” 

The Treasury study marks completion 
of three years work by the department 
staff and an advisory committee of tax 
attorneys. Stated purpose of the study 
was to formulate an equitable and 
workable method of taxing transfers 
of property during life and at death, 
and taxing the income from such prop- 
erty, without regard to effect upon the 
revenue. 

The publication covers an appraisal 
of the existing system of taxing trans- 
fers, a summary of recommended 
changes, discussion of problems in- 
volved and recommendations made, and 
detailed explanations and _ illustrations 
of the proposed revision. 

Besides “establishment of a single tax- 
able event for purposes of both-the in- 
come and transfer tax”, the study rec- 
ommends elimination of the gift and 
estate taxes and adoption of a system 
of apportioning the income tax ot 3 
grantor on trust income between the 
grantor and the trust, as an integral 
part of the proposed revision. 


Trusts and Their Distribution 


There are illustrations given concern- 
ing trusts and the distribution and tax- 
ability of their income for payment of 
life insurance premiums, and how such 
matters would be treated for taxing pur- 
poses under the proposed revision. Also 
concerning exclusion from gross estate 
of a transfer or at his death of life in- 
surance proceeds receivable by the ex- 
ecutor and receivable by other than 
beneficiaries. Transfer of life insurance 
proceeds would not be treated as a gift. 
Provision is made for limitation on the 
amounts of insurance proceeds includ- 
ible. 

A draft law submitted in the study 
contains provisions to carry out sug- 
gestions or recommendations indicated 
above, regarding proceeds of life insur- 
ance receivable by the executor and 
those receivable by other than bene- 
ficiaries, also other life insurance angles. 





Crosser Act So Far Hasn’t 
Affected Commercial Cover 





(CONTINUED FROM PAGE 2) 


no franchises to insurance companies 
and operated their own employe bene- 
fit systems have had experience similar 
to that of the insurance companies. 

Private insurance has held the line 
without the help of any new coverage 
features to attract the employes that it 
was originally felt they would have to 
offer. All of the companies have been 
sticking by the old basic policies pro- 
viding first day cover for sickness and 
both on and off the job accidents with 
a principal sum ranging from $1,000 to 
$5,000. 

A commentary upon the situation is 
the case of one company, for example, 
which changed the title of its railroad 
department to the railroad and indus- 
trial department, preparing to suffer a 
considerable loss of railroad business 
and to transfer the activities of many of 
its employes to soliciting and servicing 
similar accident and health coverage 
upon other than railroad employes. 
They were doing this to keep their de- 
partment intact, despite the fact that 
such A, & H. would be, in a way, com- 
peting with the offerings of their other 
departments. The department has done 
nothing in the non-railroad direction, 
because it has been happily just as busy 
with the railroad business as ever. 

Railroad labor officials, through their 
various publications, have levelled con- 
siderable invective at the insurance 
companies which have financed the fight 
for Crosser bill repeal. Insurance peo- 
ple close to the situation feel that these 
tirades have made little impression 
upon the rank and file employes. They 
say that the whole Crosser bill was a 
creature of the labor leaders with little 
or no consultation with union members. 
Dissatisfaction is so rife among the rail- 


road workers that there is said to be a 
semi-organized minority who are push- 
ing the repeal of the Crosser bill. 

All this is not to say that the rail- 
road insurance men are not anxious for 
the success of the Crosser repeal. They 
resent the .bill as unwarranted govern- 
ment intrusion into insurance field and 
maintain that the program is actuarially 
unsound and may jeopardize railroad 
retirement unemployment funds. They 
regard it as discrimination in favor of 
one segment of American workers as 
against all others. 


Low Rental Field Not 
Suitable for Insurers 


(CONTINUED FROM PAGE 2) 


acre and without land assembly sub- 
sidy, is entirely out of the question. 
At least that is true under present con- 
struction costs and within the low ren- 





“In spite of cumbersome condemna- 
tion laws, it would seem much more 
practicable and less costly to assemble 
land in blighted areas through some au- 
thority which can use the right of emi- 


Even though assembled 
by civil authority, the cost of assembly 
will probably be too high in most in- 
stances for private construction of ren- 
tal housing unless some form of subsidy 
is granted. To meet this situation and 


nent domain. 


to enable redevelopment of blighted 
areas by insurance companies, several 
states have passed redevelopment acts 
providing for tax subsidies. Constitu- 
tional questions have arisen in connec- 
tion with some of these acts, some of 
which have not yet been decided.” 

In New Jersey last year a redevelop- 
ment act was passed permitting mu- 
nicipalities to assemble land and lease 
it for not to exceed 60 years to insur- 
ers, on condition that the net return 
is not more than 4% on the investment 
plus amortization schedule, and that 
upon the complete amortization the 
building revert to the municipality. Un- 
der the terms of the lease, in addition 
to reasonable ground rent, the mu- 
nicipalities are entitled to 12% of the 
gross income on the buildings in lieu 
of taxes. “This act,” he said, “would 
seem to me to present possibilities.” 





Write more accident business by sub- 
scribing to The Accident & Health Re- 
view, $2 a year, 175 W. Jackson Blivd., 
Chicago. 
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this country 


needs is more 
mutual trust , 





“As Faithful as 
OLD FAITHFUL” 
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An Emblem 





Lutherans. 








Sound business management and very low mortality have 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 


Inquiries, regarding agency openings, are invited from 


LUTHERAN MUTUAL LIFE INSURANCE COMPANY 


Waverly, lowa 
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Provident L.&A. Celebrates Its 60th 


Big Gains Traced 
by Officials af 
Atlantic City Meet 


Decade’s Increases: 


Income 231%: Assets 340%: 


Life in Force 255% 
By RALPH E. RICHMAN 


It was a_ shirt-sleeves audience in 
dress and spirit that applauded President 
R. J. Maclellan when he started off the 
general business session of the Provident 
Life & Accident 60th anniversary con- 
vention in Atlantic City. About 250 
field representatives were present. They 
saw on the platform with President 
Maclellan three of his long time asso- 
ciates, company builders and members 
of the company’s executive committee, 
Vice-presidents W. C. Cartinhour, L. N. 
Webb and R. L. Maclellan. They lis- 
tened attentively and applauded fre- 
quently as these four men reviewed the 
achievements of the company and as 
the four production vice-presidents fol- 
lowed them in sketching what is being 
done during the present year and what 
is being planned for the future. ; 

What these men said at this business 
session explained why the total income 
of the Provident in the decade from 
1936 to 1947 had jumped 231% while 
the over-all percentage jump for all com- 
panies was 56%; why the assets of the 
Provident in that period had gone up 
340% as against 94% for the assets of 
all companies and why life insurance in 
force had gone up 255% in comparison 
with the general over-all increase per- 
centage of 65%. 


“New Era” Began in 1910 


President Maclellan told how his 
father and a friend organized the com- 
pany in 1887 and managed and devel- 
oper it through its early days to the 
time when its modern era may be said 
to have begun about 1910. At that time 
the company set up $100,000 capital with 
$50,000 preferred stock and also made 
that year a notable one by bringing in 
J. W. Kirksey as ee! manager, W. C. 
Cartinhour and L. Webb. President 
Maclellan himself had joined the com- 
pany in 1905 after experience as an 
engineer, in banking and in the cotton 
seed business. Thus he had had 11 years 
company experience when his father 
died following an automobile accident in 
1916 and he succeeded to the presidency 
while W. C. Cartinhour became vice- 
president and secretary. 

The railroad accident department was 
started in 1916 by A. S. Caldwell who 
was a life man. He had not been there 
more than a year when he induced the 
company to enter the ordinary life field. 
Many of the group policies had had a 
small death benefit and two-thirds of all 
the business came through the accident 
department. In 30 years the life insur- 
ance in force has mounted to $422 mil- 
lion and is increasing at the rate of 
more than $9 million per month. 

Very soon after getting into the rail- 
road accident business the company was 
writing the Southern, the Central of 
Georgia, the Seaboard and the C. & O., 
among others, but the big boost in this 
department came in 1926 when its reve- 
nues were doubled by reinsuring the 
railroad department business of Standard 
of Detroit. 

Originally called the income protec- 
tion department, the accident division 





Executive Committee Talks Things Over 





Provident L. & A. executive committee discusses the day’s program in the Traymore 
lounge at the company’s Atlantic City convention: L. N. Webb, vice-president; R. J. 
Maclellan, president; W. C. Cartinhour, vice-president and secretary, and R. L. Maclel- 
lan, vice-president. 








got its big push, said Mr. Maclellan, in 
1931 when the company reinsured the 


Special Session 


Southern Surety business, got 70,000 ; 
policyholders, 500 agents and J. E. Held for Each 
Powell, who now heads the division 


with more than 1,500 agents in branch 
offices. Determination in the early days 
to make its claim department build a 
sound reputation has continued through- 
out the years and many of the firms 
which back in the ’80s authorized the 
payroll deduction plan for handling c s 
group business are still clients of the plained some of the technical changes 
company and their employes draw claim being made in underwriting procedure. 
checks today. Another early decision W. _ W. Voight, conservation manager, 
was to make the company stand firmly outlined methods of keeping business 
on the agency system. A quick readi- profitable and persistent. Actuary K. B. 
ness to adapt itself to the buyers’ re- Piper said a new rate book will be ready 
quirements within the limits of sound about the first of the year. 
underwriting and to pioneer without This year Provident L. & A. has had 
fear completed the foundation upon two special life training schools, lasting 
which the company now enjoys $25 mil- two weeks, for instruction at Chatta- 
lion annual premium income. nooga, followed by eight weeks of prac- 
W. C. Cartinhour, now 37 years with tical guidance in the field. Membership 
(CONTINUED ON PAGE 23) (CONTINUED ON PAGE 24) 


Symbolizing the 215 Club Qualifiers 


Type of Coverage 


At the life department special session 
under the direction of Sam E. Miles, 
vice-president life department, Dr. 
Charles R. Henry, medical director, ex- 








Each of the 215 men who qualified for Provident Club membership received an 
achievement plaque. All but four of these had been mailed to the homes of the winners 
before the convention. Four were presented at the Wednesday morning session. 

W. R. Webb, vice-president in the group department, presented a plaque to John 
Welch, Jr., of Chattanooga (right), as a representative of the winning men in that 
division. Mr. Welch is a veteran in the group department and a veteran of the recent 
war. S. T. Trexler (left), Salisbury, N. C., the oldest man in point of service in the 
railroad accident department and having the largest account of personally produced 
premiums, received his plaque from Vice-president R. R. Murphy. Keller B. Albert 
(second from left), with a 30 year record in the accident department at Reading, Pa., 
accepted his plaque from Vice-president J. E. Powell. Representative of the ordinary 
life producers to receive the plaque at the convention from Vice-president Sam Miles 
was H. Grice Hunt (second from right), life member of the Million Dollar Round Table 
and top ordinary producer for the company. Mr. Hunt comes from Greensville, S. C. 
He has been 14 years in the business. 


Company Began 
Last Decade Under 
Excellent Auspices 


Provident L. & A. Aided 
by Important “Plus- 
Factors” as It Neared 19 


Provident Life & Accident is a no 
able example of a business _ institutioy 
that appeared at the right time and th 
right place with the right equipment t 
make a phenomenal record. Here wa 
an institution started back in the ’8( 
that went along for years making steady 
commendable progress but did no 
really come into its own until during 
the sixth decade of its existence. Both 
by accident and by design this company 
was approaching 1937 with a set of plus. 
factors which have swept it into a com 
manding position in the last decade. 

The plus-factors of the Provident wer 
an aggressive and adaptable managerial 
leadership, a start in the writing of al 
forms of group insurance well ahead oi 
general practice, a long know-how it 
the handling of it, a keen and aggre: 
sive sales organization located primarily 
in southern industrial centers. Wher 
to these plus-factors was added th 
dynamic development of great industries 
throughout the southern states, the 
combination was terrific and irresistible 
What happened was reviewed in fa 
and figures at the Atlantic City 60th 
anniversary convention. 


Bold and Aggressive Leadership 


In the personnel of the executivg 
management there was a vivid picturd 
of the blending of backsight and fore 
sight with hard-hitting, bold and ag 
gressive production leadership. In th 
picture were the executive committe 
members, President R. J. Maclellan 
Vice-presidents W. C. Cartinhour, R. 
Maclelian and L. N. Webb, plus the pro 
duction vice-presidents, M. C. Nicho 
R. R. Murphy, James Powell and S. 
Miles. 

The field men at the convention gav 
the impression of being a down-to-th 
earth bunch, who knew they had a goo 
set of sales tools to work with but wht 
depended chiefly on a solid day’s work tt 
turn in a good record. They take thei 
jobs seriously and their talk camé 
straight from days of conversation witl 
factory employes, business manage 
farmers, merchants, railway workers anf 
the personnel directors of big ind 
tries. It was a practical crowd wi 
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hard common sense. 

The Provident is in 31 states, ands 
entering more in all parts of the uniot 
It is going to have other records t 
talk about at its 70th year conventiol 
but there will probably never again & 
quite the thrill that was present at thi 
60th anniversary meeting as the Pro 
dent business family felt the first e& 
hilaration of traveling in seven-leagt 
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W. K. Kropp, vice-president of t 
claim department, told about the sem 
ing of 916 claim ‘payments daily or 0 
check every 28 seconds. The clail 
department is organized so that maj 
of the claims can be handled in 
field thus preventing delay. The co 
pany paid out $11% million in 1946 a 
has paid out over $7 million in the fi 
six months of 1947. To date the t@ 
paid out since organization of the cor 
pany is $112 million. 

Memo to editorial department—C# 
use old picture of Vice-President W.% 
Cartinhour. Still looks like he did‘ 
years ago. 
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Convention Notes 


At the end of 1936, Provident had in 
force life insurance of $98,056,865 and 
ranked 89th in the country on the basis 
of amount in force. At the end of 1935, 
the company had ranked 98th. At the 
end of December, 1946, the company had 
$328,068,132 in force, and ranked 64th in 
the country. It had climbed during the 
year from 72nd place. 

Frequently overheard in the elevators 
and lobby: “Sure glad to meet_ you. 
Been seeing your picture in the Provi- 
dent Review. You look like it, too.” 
provident oldtimer A. W. Chambliss, 
chief justice of the Tennessee supreme 
) court, member of the company’s execu- 
tive committee and board of directors 
js recovering from injuries suffered re- 
cently in an automobile accident. Al- 
though he is 88, Justice Chambliss con- 
tinues active. His son, John A. Cham- 
pliss, is general counsel. He closed the 
Wednesday morning business session 
with a talk in the friendly, family spirit. 

Thirty-one of the 37 states in which 
the company is entered were repre- 
sented in Atlantic City. 

The railroad accident department had 
the most spectacular display. It was 
at the entrance of the banquet hall. 
Outlined on a huge map of the United 
States, were the 150,000 miles of main- 
line trackage of the railroads whose em- 
ployes have Provident protection. The 
map reflected the coast-to-coast and bor- 
der-to-border scope of the company’s 
railroad business. In operation, at the 
foot of the huge map, was an electric 
train. The whole display was often sur- 
rounded by fascinated watchers. 

Company publications include the 
“Provident Review,” the monthly paper 
of the entire field force; the railroad ac- 
cident department’s weekly bulletin 
ealled “March of Progress’; the ordi- 
nary life weekly bulletin, “Provident 
Producer’; the weekly letter of the ac- 
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t employes quarterly, of, by and about 
nt Wert them, called “Provident Club Echo.” 






1agerial 


Albert Alf, Spokane, Wash., was a 
x of all 


quick convention qualifier. He started 








head of work for the company January 11, and 
h +Mearned his convention attendance by 
OW lB june 1. He is a graduate of the Uni- 
aggre versity of Warsaw, speaks five lan- 


guages and has aided the United States 
government as an interpreter. He has 
specialized in selling hospitalization 





‘imarily 
Wher 





ed thi cover to those living in the wheat belt 
lustriej of Washington state. 
Ss, the Three special coaches were run from 







Chattanooga to Atlantic City, and one 
came through from Charlotte, y. Cc 
carrying passengers also from Green- 
ville, S. C., and Gastonia, N. C 

Among those who have retired since 
the 50th anniversary meeting at Look- 
out Mountain 10 years ago are Harry 
Cc. Conley, who headed the _ railroad 
accident department, and Frank Harsh, 
who was an accident claim man. Mr. 
Conley lives in Detroit and Mr. Harsh in 
Los Angeles. Both were mentioned fre- 
quently by old friends. 

Vice-president R. L. Maclellan was 
chairman of the Chattanooga Community 
Chest campaign last year. Hugh OO. 
= Maclellan, assistant treasurer and ac- 
tive in the investment department, is 
now chairman of the Chattanooga 
Safety Council. 

The souvenir at the banquet attended 
by the 410 guests was a silver dollar 
minted in the Provident’s year of in- 
corporation, 1887. The dollar was em- 
bedded in a crystal-clear plastic square 
piece and the whole makes an attractive 
paperweight. 

This was the first company-wide, coun- 
try-wide Provident convention since 
1937. Some regional meetings were held 
during the ten years. 

Quarter century club members at the 
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nage F. Dicken. From the railroad acci- 
ers afl dent department: S. T. Trexler, S. P. 
~ + mcatron, B. W. Penick. From the group 
indu department: C. H. Absher, H. H. Hud- 
d witgdleston, O. F. Kilbourne, W. R. Duncan, 





and John McDaid, Sr. From the acci- 
dent department: W. M. Campbell, R. H. 
Travis, R. E. Burns, W. L. Baldwin and 
Keller B. Albert. 
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yrds ti A large group display chart showed 
rentioum®?@Phically the industrial diversification 
ain of the large number of welfare pro- 
Zain Mgrams put into effect by the Provident 
at thisroup department. Among the _ prin- 





cipal industries represented were min- 
ing, transportation, chemicals and plas- 
tics, heavy industry, furniture, hosiery, 
textiles, woolens, publishing, paper, oil, 
commercial and utilities. Rapid indus- 
trial expansion in the southern states 
furnished a promising foundation for 
the aggressive group activities of the 
company. Each welfare program de- 
veloped for a company is tailor made to 
Meet specific needs and objectives. 
en years ago at the 50th anniversary 
meeting there were 50 at the Lookout 
Mountain Hotel near Chattanooga. For 
attendance in Atlantic City—multiply 
by eight. 
Hugh 0. Maclellan, assistant treasurer 
and general chairman of the convention 
committee, had everything over which 
he was in control going his way. No 
one chided him about the painfully hu- 
mid weather and inspite of it there were 
no absentees from the business. sessions. 
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Luncheon Is Given for the President’s Club 





President R. J. Maclellan honored the 75 members of the President’s Club and their 
wives at a special luncheon during the Provident Life & Accident 60th anniversary 
convention at Atlantic City. Mr. Maclellan is immediately to the right of table 
marker 25. 








Provident Officials 
Trace Big Gains 


(CONTINUED FROM PAGE 22) 

the company, told how he once hoped to 
have $300,000 of life insurance in force 
at a time when the total was $75,000 
short of that sum. Yet by 1927 he could 
report $30 million in force, by 1937 $112 
million in force and today $422 million 
in force. The accident and health pre- 
miums in 1927 were $3,600,000; in 1937, 
$5,600,000 and this year will reach $19 
million. The life insurance premium in- 
come was $800,000 in 1937, and for this 
year will reach $6 million. 

Vice-president L. N. Webb empha- 


sized the teamwork which had been 
present throughout the years. He told 
how suggestions from the field men 


had resulted in many improvements and 
how the home office force has sought to 
study the field needs in order to pro- 
vide the most effective sales tools in 
policy forms and sales promotion aids. 
He particularly urged that field men 
make use of their day-to-day contacts 
to build good will for the insurance busi- 
ness, stating that if each of the 30,000 
accident and health insurance salesmen 
of the country made one good friend 
a week for the business that alone would 
add up to 1% million friends a year. 
He named some of the home office de- 
partments which had contributed to aid- 
ing the field force and helping to de- 
velop business of the company. Among 
those named were the claim, account- 
ing, addressograph, advertising, index, 
law, mailing, planning and personnel, 











Boardwalk Strollers at Atlantic City f 





photostat, statistical, supply and print- 
ing and general files department. 

“To have accurate foresight, an in- 
stitution must have long backsight”, 
Vice-president R. L. Maclellan empha- 
sized. The company started out, he 
said, with a mission to provide security 
from want and fear to the largest pos- 
sible number of people and constantly 
made bold and fearless decisions in 
carrying through that mission. The very 
first decision of the company was bold 
and fearless when it began business by 
writing accident insurance on employes 
of coal mines in 1882, using the payroll 
deduction plan. 

Coal mines were by no means as safe 
then as they are now, and yet the com- 
pany, concentrating on that kind of 
business at the start made a go of it. 
It was natural that the company, 
pioneering in this field in the early ’80s 
should have been one of the first also 
to get into the group life insurance busi- 
ness at a later date. A natural out- 
growth of its group accident business 
was its early start in writing group 
hospitalization, in 1929. 


Erected Home Office Building in 1924 


Another bold decision which brought 
great value to the company was the 
erection of its 13-story home office build- 
ing in 1924, tying up at that time about 
35% of its total assets. Yet the com- 
pany today finds it necessary to house 
departments outside this building. Vice- 
president Maclellan said that both those 
in the home office and in the field faced 
the future with great confidence be- 
cause they were inheritors of a proud 
history of a successful institution meet- 
ing the same basic needs today which 





Out for a stroll on the boardwalk at Provident L. & A. convention: R. R. Murphy, 
vice-president railroad accident department; J. E. Powell, vice-president accident depart- 


ment; S. 


E. Miles, vice-president life department; W. R. Webb, vice-president group 


department, and M. C. Nichols, vice-president group department. 








were present when the company was 
founded. He predicted a future limited 
only by the strength and vision of those 
doing the daily jobs of selling and 
servicing the business. 

Many new industries were just emerg- 
ing as insurance group buyers in the 
south in 1937. The Provident had 55 
years of group handling experience be- 
hind it and was quick to take advantage 
of its “know-how” to push for busi- 
ness. Among new industries starting 
to grow by leaps and bounds were paper, 
textile, hosiery, utility, coal, steel, and 
lumber. 


SAME THEN AS NOW 


M. C. Nichols, vice-president in charge 
of group production, said that the group 
covers ready then were essentially the 
same as they are now though many of 
them have been broadened. They are 
group life, accident and health, hospi- 
talization, surgical benefits and, in many 
states where permitted, family funeral 
benefits. In 1937 81 full-time salaried 
men handled the group business of the 
company. Field men totaled 48 and 
home office men totaled 33. 

Now there are 177: 102 in the home 
office and 75 in the field, handling a 
premium volume that is almost double 
that of 1937, thus putting upon each 
employe the handling of twice as much 
premium per employe as 10 years ago. 
While there were 764 welfare programs 
in effect in 1937, today there are 1,666, 
covering 1% million employes, or more 
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GEE PROVIDENT SMB ALL COMPANIES 


One of six displays prepared to illustrate 
Provident Life & Accident’s remarkable 
growth and wide range of coverages writ- 
ten. The charts were shown at the 60th 
anniversary convention in Atlantic City. 





than 1,125,000 above the figure a decade 
ago. The group premium volume in 
"47 is reaching $13,378,000. August was 
the 12th consecutive month that the 
group premium income has reached the 
million dollar mark. 

Mr. Powell, head of the accident de- 
partment, said that the premiums of his 
department had shown a 25% gain for 
the first six months, as compared to a 
gain for all accident and health being 
written by all companies of 18%. The 
August total went 20% above August, 
1946, and was the second largest month- 
ly total for the year. Only 10 years 
ago the accident department wrote two 
lines but it now writes seven distinct 
lines and is ready to enter other fields. 

Provident ranks among the three larg- 
est producers of railroad accident busi- 
ness. There were 65 representatives 
of this department at the convention and 
R..R. Murphy, production head, proudly 
stated that their combined active serv- 
ice totaled 570 years, thus showing a 
nine-year average. There were 21 men 
qualified for the convention in the rail- 

(CONTINUED ON NEXT PAGE) 
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ACTUARIES 


CALIFORNIA A 

















Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


620 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 




















ILLINOIS 








DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 


188 W. Randolph St., Chicago 1, IIl. 
Tel. State 1336 














WALTER C. GREEN 


Consulting Actuary 
211 W. Wacker Drive 
Chicago 
Franklin 2633 














HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
1o S. La Salle St., Chicago 3, Il. 


Associates 

M. Wolfman, F. A. I. ag Franklin 4020 
N. R. Moscovitch, A. I A. 

W. H. Gillette, C. P. 

W. P. Kelly 




















INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis — Omaha 














MISSOURI 








NELSON and WARREN 


Consulting Actuaries 
915 Olive Street, Saint Louis 
Central 3126 




















NEW YORK 








Established in 1865 by David Parkes Fackler 
FACKLER & COMPANY 
Consulting Actuaries 


8 West 40th Street New York 














Consulting Actuaries 
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road division who had had five years or 
less of service. 

Sam Miles, head of life production, 
got a good laugh from the audience by 
stating that the records of the other 
department had been made on business 
written by: “accident” whereas business 
in his department was written on pur- 
pose. When the 50th anniversary meet- 
ing was held 10 years ago the life in- 
surance in force had barely exceeded 
$100 million. By December, 1943, it 
passed $200 million; in 1946 it passed 
$300 million; in 1947 it passed $400 
million. Life insurance in force for the 
first eight months of 1947 gained $75 
million with the total now at $422 mil- 
lion. Mr. Miles particularly praised his 
field force for sending in a very high 
quality of business which showed a per- 
sistency of 86.6% with an average ordi- 
nary life policy which was now $3,596. 
This business indicated, he said, an 
ideal set-up of good business from good 
men with good incomes. 





Special Session Held for 
Each Type of Coverage 


(CONTINUED FROM PAGE 22 


in these classes is limited to 20 and very 
careful standards are applied to deter- 
mine whether applicants may take the 
course. All expense of the two-week 
course at Chattanooga are paid by the 
company. A third school will be started 
in October. These schools are under 
the direction of T, O. Ward, supervisor 
of field training. Provident will con- 
tinue its training school next year. 

Panel discussions among those selling 
group were led and directed by Vice- 
presidents M. C. Nichols and W. R. 
Webb. Several panels were organized 
so that specialized phases of selling 
and taking care of the group business 
could be considered by those particu- 
larly concerned. 

The group department gave special 
consideration to new plans for hospital 
surgical benefits which would take in 
room and board, miscellaneous expenses 
and surgical fees. New developments in 
maternity benefits are planned and where 
permitted, family funeral benefits will re- 
ceive more attention. Every phase of 
group selling, life, accident and health 
and accidental death and dismemberment 
came before the panel. The whole han- 
dling of group in the viewpoint of Prov- 
ident is at every phase a problem in 
human relations and it is on that basis 
that the subject is primarily approached 
from the first preparation of a client’s 
welfare program to its completion in the 
handling of claims. 


Accident Department Program 


Three phases of development will be 
stressed in the coming year by the acci- 
dent department, said J. E. Powell, vice- 
president, at the accident department 
special session. First, special risk writ- 
ing, including coverage for polio, ath- 
letic activities of students, athletic activi- 
ties in amateur sports by those outside 
schools, volunteer fire department 
groups and teachers’ associations. Sec- 
ond will be the stress on writing of the 
Univex contracts. These are group life, 
accident and health, and hospital surgi- 
cal group covers for special application 
to the handling of 25 to 100 lives in 
each unit. 

A special display at the convention 
offered an explanation and sales infor- 
mation on this program. Third will be 
greater activity in business promotion 
for the accident department through use 
of newspapers and direct mail. More 
attention will be given to preparing the 








individual prospects for the calls of 
salesmen by following tested and proved 
methods which have been devised by the 
company. 

Discussion leaders in the railroad acci- 
dent department session, under the di- 
rection of Vice-president R. R. Murphy, 
were D. N. Parks, manager home office 
administration and service; J. R. Brace- 
well, division manager of ‘the claim de- 
partment at the home office, and C, O. 
Stokes, assistant manager ‘of the de- 
partment who spoke on underwriting 
and its effect on progress. 

Mr. Murphy reported that collections 
in the railroad accident department had 
gone up 20% in June, 1947, over June, 
1946, and that since the railroads were 
the backbone of commerce in the coun- 
try there was no reason to expect any 
violent dislocation in premium possibili- 
ties there. He spent much of his time dis- 
cussing the effects of the amendment of 
the railroad insurance act to include 
sickness benefits, pointing out that both 
the effective date for imposition of the 
tax last January and the effective date 
making benefits effective July 1 had 
passed without any marked change in 
cancellations of railroad business. ick 

He said that in August cancellations 
had actually been below normal and 
praised the job of business conservation 
which had been done by the field repre- 
sentatives. He went into detail to ex- 
plain why the railroad accident depart- 
ment’s program for protection of rail- 
road men was as sound as ever and 
should continue to attract growing pre- 
mium volume. He particularly urged 
sale of hospital-surgical insurance as of- 
fering an opportunity :for getting that 
increase, 

The regular three-year insurance de- 
partment examination of the Provident 
will begin Sept. 22. The company is 
now in all five zones and representatives 
from each of these will take part in the 
examination. 

Ladies in attendance had a pleasant, 
informal tea Wednesday afternoon and 
were much in evidence at the banquet 
and at mealtime for the Provident had 
a special dining room set aside for 
its guests. Wives of all members of 
the President’s Club were guests at the 


President’s Club luncheon, Thursday 
noon. 
Except for Tennessee, the home office 


the biggest state delegation came 


state, 
represented by 25 


from North Carolina, 
men and 17 women. Texas was second 
with 22 men and 15 women. Florida 
and West Virginia with 36 and 23, fol- 
lowed, South Carolina had 18, and Penn- 
sylvania 14. Those in attendance made 
up a group of solid United States citi- 
zens. 

Members of the home office delegation 
were always on the job to make every- 
body feel easy and at home. Mrs. Rob- 
ert J. Maclellan was chairman of the 
ladies’ committee. 


_ FRATERNALS 


Woodmen Circle in 
16-Month Drive 


Woodmen Circle of Omaha has start- 
ed a 16-month campaign for new busi- 
ness which is expected to break all rec- 
ords. Membership has reached 147,353 
women and girls with $113,463,394 in- 
surance in force. 

In the first six months of 1947 Wood- 
men Circle has paid out $735,090 to ben- 
eficiaries, and $147,801 for total and per- 
manent disability and other benefits. As- 
sets have increased to $43,950,732. In 
1946 there was a distribution of savings 
to members totaling $245,397, and this 
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year an even greater distribution will bi 
made. 

The first four months of the cay 
paign will be dedicated to the state may 
agers. November will be dedicated t 
Mrs, Dora Alexander Talley, natio 
president, as it is her birth month. 

Important changes have been maf 
in Woodmen Circle laws in the last year 
National conventions will be held every 
two years instead of quadrenially as ; 
the past; officers will be elected for four 
year terms. The non-election conven 
tions will be open to members othe 
than regular delegates. Lodge activitig 
and ritualistic work will be stressed, anf 
pageantry, for which Woodmen Cire 
has been noted, will be carried on. Thi 
latter type convention takes the plac 
in a way, of the quadrennial National 
Institute previously held. 


New Ritual Being Used 


At board meeting last fall a new 
ritual was approved which now is iy 
use and, according to Jeanie Willard, 
national first vice-president and chair, 
man of ritualistic work, is creating ip 
terest because members and group 
strive for proficiency awards, 

Mrs. Willard, because of a new la 
requiring certain officials to maintaiy 
offices in the executive headquarters, ha 
moved to Omaha. She will continue to 
edit “Tidings,” the society’s monthly 
magazine, and as chairman of the ne 
tional welfare committee. Membership 
in the Welfare Club costs 50 cents, 4) 
cents of which is devoted to the Woot: 
men Circle home for aged members and 
children at Sherman, Tex., and 10 cents 
to the educational loan fund. 

In October several national commit 
tees will meet in Sherman, including the 
home committee, Mrs. Talley, chairman; 
conference committee Oct. 24-25, Len 
A. Shugart, chairman; fraternal activi 
ties committee, Oct. 25, Abbie E. Hol 
den, chairman; welfare committee, Jean 
ie Willard, chairman; Tau Phi Lambda 
committee, Ruby Gene Zillikan, chair 
man, 


Start School of Instruction 


Oct. 27-29 there will be a school @ 
instruction for state managers in charg? 
of the field work committee, with Mrs 
Talley as chairman. Alden C. Palmer, 
Research & Review Service, will lec 
ture. B. P, Collins, educational director 
health and accident department, Woot: 
men Circle, will give instructions of 
that phase of the work and Eugene 
Pakes, actuary, will conduct a questiot 
and answer period. All meetings will be 
held in the society’s home for age 
members and children. 





N.F.C. Law Section Program 
for Detroit Announced 


E. W. Dillon, supreme attorney 
United Commercial Travelers of Colum 
‘bus, will address the Law section of thi 
National Fraternal congress on “Full 
Faith and Credit” at its annual meeting 
in Detroit Sept. 29, and John P. Davis 
general counsel of Security Benefit 
Topeka, will talk on “Community Prop: 
erty Laws.” A member of the Detroil 
‘bar whose name has not been a 
nounced will give an address, 

Bernard J. Seeman, general counst 
Woodmen of the World, Omaha, § 
president. Mr. Dillon, now vice-prest 
dent, probably will be advanced to heal 
the section. The secretary-treasurer if 
George H. McDoland, assistant generd 
counsel Modern Woodmen. 










Richard R. Turpin of the field trait: 
ing division of Prudential address 
Pittsburgh Life Supervisors Club at: 
luncheon meeting Monday on “A Basil 
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Standard Equipment 
In All Progressive Offices 


When you want to know, 
QUICKLY — who will write — 


Accident Expense Reimbursement ? 
Age 70? or 5 Pay Life? 

Aviation Accident? 

Aviation Life?—Who, How? 
Automatic Convertible Term? 


Combination Life and Annuity ? 
Deferred Survivorship Annuities ? 
Diabetics ?—( Selected Cases) 
Disability Income for Women? 
Extended Term on Sub-standard? 


Family Group? Term to 65? 

Five Year Endowment? 

Graded Death Benefits on Sub-standard? 
Group on Fraternal Organizations? 
Group Permanent? 


Hospitalization?—Pension Trusts? 

Joint Contracts on 3 lives? 

Overweights—Ulcer Cases? 

Policy Changes, by Contract? 

Short Term Single Premium 
Endowments ? 


Single Premium Juvenile? 
Small Loan Coverage? 
Sub-standard over 65? 
Temporary Annuities? 
Wholesale Insurance? 


And Many, Many Others 


Just turn to "Who Writes What?” 


Who will write “Out-of-the-Ordinary” Contracts? 


The New Enlarged, Up-to-Date 


1947 “Who Writes What?” 


Will tell You “at a glance”! 


Whenever you want to know what company or companies will write 
something a little ‘‘out-of-the-ordinary,” what do you do? You may spend 
considerable time and effort writing, wiring or phoning around. All you 
need to do, to get the answer immediately, is just turn to “Wo Writes 
Wuat?” 


Many New Subjects Added 


In addition to the many “Who-Writes-It” questions answered by 
previous editions, the New 1947 “Who Writes What?” includes the answers 
for the first time to such questions as Who Writes Joint Contracts ?—(31 
companies will write 3 joint lives) ; Return Premium Riders ?—(18 com- 
panies will issue them); Immediate Joint and Survivor Annuities on 3 
lives '—(20 companies are listed) ; Single Premium Temporary Annuities 
with Refund?—(10 companies will issue them). 


Other New subjects include Single Premium coverage at age 0; Se- 
lected Diabetics, Heart, Blood Pressure, Tuberculosis or Ulcer Cases; 
Extended Term on Substandard; Youngest Age on Immediate Annuities ; 
Oldest Age for A. & H.; Oldest Age for Waiver of Premium and Income 
Disability. Numerous other useful additions have also been made in the 
Settlement Option and other sections relating to Riders, Policy Changes 
and Payment of Proceeds. Don’t “hunt around” for the answers — just 
turn to the new “Wuo Writes Wuar?”. 


A GREAT "Time-and-Trouble-Saver" 


Merely consult the comprehensive topical index, turn to the section 
indicated and there you have in one place a list of all the companies that 
write the contracts you want—and what they will do about it. Fieldmen, 
agency managers, and company executives — by the thousands — use 
“Who Writes What?” regularly and praise it highly. Be sure there is a 
new improved 1947 edition handy to you—so you can just turn to 
“Wo Writes WHat?” 


Now READY for Immediate Delivery 


You may order 
on “ten-day- 
approval" 


Mail this Coupon for Yours NOW! 


Send me promptly, at prices shown 
——cop——New 1947 "WHO WRITES WHAT?” 
Charge to My Account (J. Send C.O.D. []. My Check Attached [—. 





Single Copy 
Price $3.00 


6 copies $2.75 ea. 

12 copies. 2.65 ea. 
25 copies 2.35 ea. CII os sin:cuan sng nstat¥0snecesncaeeues sean 

50 copies 2.25 ea. 
100 copies 2.00 ea. Pitas 5 05 avi cceeens dep nets sheik ana 
OM ivccivicveissietetviss (Zone res 


To the National Underwriter Ce., 420 East 4th St., Cincinnati 2, Ohie 















“Thought I’d never make it... 


Guess I went off the deep end last summer when Dad 
died . . . thinking I'd have to give up school and 
hunt a job. | remember the salesman calling one night 
several years ago with some sort of insurance plan — and 
how pleased Dad was — but I never realized he'd bought 
a special policy just to see me through school. It’s like 
Dad to take care of things — even when he isn’t here 
himself.” 


7 1 ¢ 
The insurance business offers rewards that go beyond 
money . . . among them, the satisfaction of see- 
ing a young man get the right start in life, of knowing 
that your work and advice helped make his education 
possible. Remember, too — that a boy so impressed with 
the results of life insurance at work may someday 
become an excellent customer of his father’s trusted 


insurance advisor. 
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‘ETNA LIFE INSURANCE COMPANY 


Affiliates: Etna Casualty and Surety Company 
Automobile Insurance Company ~- Standard Fire Insurance Company 


HARTFORD 15, CONNECTICUT 





